NATIONAL 
UNDERWRITER 


Like InAuwriance Edition 


Which figure is the smaller? 


ANSWER BELOW. 


With insurance policies, too, 
there can be “optical illusions” 


ERHAPS a quick look had you convinced 

- that the top figure is smaller than the other. 
Look again. The two are exactly the same 
size. 

Your prospects can sometimes make this 
same mistake when they’re considering insur- 
ance policies. For example, they may see a 
“special” label on a particular policy and 


assume that its cost is necessarily smaller. 


As with any optical illusion, of course, it’s all 


a matter of knowing how to look at it. 


That’s why it takes an experienced agent 
to spell out the overall benefits of a policy. 
A close look will show New England Life con- 
sistently competitive — on any basis you 
want to consider. And that includes cost, as 
well as the remarkably liberal provisions of 


our contract. 
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These members of Acacia’s Field Advisory Committee are tops in agency 











management. To qualify for this coveted honor, these Acacia managers last 
year achieved outstanding results in all phases of agency management— 
quality production, new manpower and conservation of business. This 
committee will function during 1957 as “sales and service consultants” to 
the Management of the Company. It is the highest honor an Acacia manager 
can attain. 


Acacia’s Field Advisory Committee, now in its second quarter century, has a 
long and enviable record of accomplishments. Meeting with these outstand- 
ing agency leaders around the conference table in frank and open discussion 
has enabled Acacia to develop new and more effective ways of serving both 
its Policyholders and its Fieldmen. This close association and understanding 
between the men charged with the responsibility of Management and the 
men who represent the Company in the field has greatly contributed to 
Acacia’s continued progress year after year. 














ACACIA MUTUAL LIFE INSURANCE COMPANY 


Howard W. Kacy, President 
Home Office: Washington, D.C. 
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Chicago Poll on Bank Loan Plan 
1. I oppose the “BANK LOAN” principle completely.—57 votes. 


2. I believe that “BANK LOAN?” principle should be used infre- 
quently and with very careful underwriting.—511% votes 


3. I am entirely in favor of the “BANK LOAN” principle and 
don’t believe there is any risk that the government will inter- 
fere with the deductibility of interest as a result of this type of 


4. Id like to hear the issue debated at a managers’ meeting be- 
cause I don’t understand it well enough to vote 1, 2 or 3.—17 








The following is a statement by Mr. 
Kaufman on the results of the poll 
among 209 Chicago agency heads. 





The board of directors of the Chi- 
cago Assn. of Life Underwriters has 
consistently supported the NALU 
stand of the past decade on the too 
loosely described “bank loan plan” 
concept of selling life insurance. This 
concept seems to defy a brief descrip- 
tion and has been referred to as akin 
to putting your finger firmly on a wet 
watermelon seed. The studied con- 
clusion of the Chicago board is that 
merchandising abuses are too many to 
ignore. 

Attempts have been instigated to 
whitewash the bank loan idea as a 
progressive merchandising plan at- 
tuned to our economic situation and 
the tax structure. Funds have been 
solicited and petitions mailed out to 
buck the NALU stand. The issue has 
been confused to the point that men 
are identified on the opposite sides by 
inference. 

One might well ask: What stirs this 
up? What are the underlying prob- 
lems? Who are the offenders? Why is 
it a problem? When is it right or 
wrong? Where do the abuses start and 
end? 

e e a 

Field management should be able to 
answer these questions and can. The 
general agents and managers process 
all the business ‘submitted and ob- 
serve cases with the natural interest 
of any merchandiser. The sales pat- 
tern is the direct responsibility and 
teflection of field management. Home 
office policy is our referee in the final 
analysis. I’ve yet to see a completely 
blind referee even when the audience 
has reason to wonder. The pace has 
been a fast one since World War II 
and the eagerness to obtain low ac- 

(CONTINUED ON PAGE 20) 





The following is a letter that Mr. 
Kaufman sent along with the four- 
point questionnaire on the bank loan 
plan. It asked Chicago agency heads to 
“stand up and be counted,” and the 
response was great. Several managers 
returned letters with their question- 
naire cards congratulating Mr. Kauf- 
man for his “courageous stand.” 





This is written to you with the ap- 
proval of the board of directors of 
your Chicago Life Underwriters Assn. 
The wording is my own. 

When the citizenry gets abusive 
about the practice of going through 
red lights, the law cracks down and 
those of us who occasionally coast 
through on the yellow light get 
trapped along with the flagrant vio- 
lators. 

The last thing we want to witness 
on an income tax return is the non- 
deductibility of interest on life insur- 
ance cash value loans. A sales slant in 
the 1930s generated action by the 
government, resulting in this familiar 
little squib on your Form 1040 instruc- 
tion sheet: “Do not deduct interest 
paid on money borrowed to buy tax- 
exempt securities or single-premium 
life insurance.” 

For the past decade, excessive “bank 
loan” selling has accentuated a prac- 
tice engraving an invitation for the 
government to move in again. Any ad- 
ditional government restriction will 
hurt all of us. Proponents of the bank 
loan plan have been warned by the 
law and legislation committee of the 
NALU for the past several years that 
trouble was brewing unless the bank 
loan concept was intelligently restrain- 
ed. 

No one admits to being personally 
responsible, but the plain truth of the 
matter is that in the aggregate, a 


trend has developed to merchandise a 
(CONTINUED ON PAGE 20) 
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Chicago Managers Almost Unanimously _ February Life Sales 
Favor Putting Brakes on Bank Loan Plan 


The four-point questionnaire below on the bank loan plan was sent 
out recently to 209 general agents and managers in Chicago metropol- 
itan area by Dan A. Kaufman, Northwestern Mutual general agent and 
president of Chicago Life Underwriters Assn. Reaction to the poll was 
unusually acute. Within two weeks, 128 of the 209 responded and 109 
of these either were totally opposed to or considerably wary of the bank 
loan plan. Mr. Kaufman reported that only one respondent of the 128 
gave a categorical endorsement of bank loan. Some % votes are shown 
in the poll to indicate that some agency heads divided their vote 


Hit $4,898,000,000; 
Ordinary Rises 22% 


February life insurance sales totaled 
$4,898,000,000, up 33% and set a rec- 
ord for the month, according to 
LIAMA. 

Ordinary sales were $3,185,000,000, 
up 22%. Group sales were $1,218,000,- 
000, up 116%. Both set new marks for 
a February. Industrial sales were $495 
million, down 3%. 

Life insurance sales in the first two 
months totaled $9,167,000,000, up 24%, 
and set a record for the first two 
months of any year. 

Ordinary sales were $6,326,000,000, 
up 25%. Group sales were $1,882,000,- 
000, up 35%. Both set new marks for 
the first two months of any year. In- 
dustrial sales were $959 million, up 
1%. LIAMA’s group figures represent- 
ed only new groups established and 
not additions to contracts already in 
force. Credit life sales were not in- 
cluded in the figures. 





Variable Annuity 
Insurers Complain 


at SEC Suit Delay 


WASHINGTON—Two local compa- 
nies issuing variable annuities—Vari- 
able Annuity Life and Equity Annuity 
Life—have asked the federal district 
court here to make the Securities & 
Exchange Commission stop dragging 
its feet in the suit that SEC brought 
last June to force Variable Annuity 
Life to submit to the commission’s 
jurisdiction. 

SEC last June filed injunctive pro- 
ceedings against Variable Annuity Life 
on the grounds that these variable an- 
nuity policies are in effect “securities” 
and should be subject to registration 
under the securities act of 1933; and 
that the company is “an investment 
company” subject to registration un- 
der the registration act of 1940. The 
company now has asked the federal 
district court at Washington to ad- 
vance the case for a final hearing. It 
was joined in its motion by Equity 
Annuity Life, which has been accepted 
as an intervenor in the suit. 


The two companies told the court 
that although they have been licensed 
by the District of Columbia superin- 
tendent of insurance and have fully 
complied with all requirements of the 
life insurance act and other applicable 
laws of the district, they have been 
greatly handicapped in the conduct of 
their business, have been prevented 
from effectively expanding their busi- 
ness into other states, and have had 
their corporate existences placed in 
jeopardy. The motion also emphasized 
the important effect of the suit on the 
public interest, especially on policy- 
holders of the two companies. It 
pointed out that the companies already 
are fully regulated by the insurance 
laws of the district and by its insur- 
ance department, and further noted 

(CONTINUED ON PAGE 19) 
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Small Insurers in 
Danger of Being 
Out-Priced: Woodson 


Record Turnout of 300 
Attend ALC Meeting 
of LIAMA at Chicago 


Standing on the corner watching all 
the trends go by has revealed a num- 
ber of tendencies 
which are. putting 
small life com- 
panies at a com- 
petitive disadvan- 
tage with their 
price-cutting big- 
ger brothers, Ben- 
jamin N. Woodson, 
president of Amer- 
ican General Life, 
said in winding up 
the three-day an- 
nual agency man- 
agement confer- 
ence of LIAMA at the Edgewater 
Beach hotel at Chicago this week. 

Entitling his talk “Standing on the 
Corner,” Mr. Woodson recalled a num- 
ber of contrasts and changes which 
had developed in the industry since 
the first such LIAMA meeting in 1938. 
He pointed out that life companies 
have done as much business in the last 


B. N. Woodson 





Norman T. Carson, vice-president of 
Security Mutual Life of Binghamton, 
was elected chairman of the agency 
management conference at the LIAMA 
group’s annual meeting this week. He 
succeeds William R. Davis III, Com- 
monwealth Life director of field serv- 
ices. 

Named to the committee were: Ken- 
neth W. Cring, vice-president, Pacific 
National Life; Max S. Bell, vice-pres- 
ident, Continental American Life; and 
M. K. Kenny, assistant general man- 
ager and director of agencies, Excel- 
sior Life. 





10 years as in the previous 110 years. 
On the other hand, he warned that the 
smaller life companies are traveling a 
course of intensified competition and 
price war is one of the most acute 
problems facing small companies. 

A turnout of some 300 delegates—the 
largest ever at an ALC meeting of 
LIAMA—heard Mr. Woodson’s re- 
marks. Of the 150 smaller companies 
belonging to the agency management 
conference of LIAMA, at least 135 
were represented at the meeting. 
Sixty-five men attended for the first 
time and were “honored” at the 
opening session. A. H. Moffat of Na- 
tional Life of Canada, a “stern” ser- 
geant of arms, presented each neophyte 
with an apron, and commissioned him 
to wear it for the full time of the 
meeting and to obtain signatures of 
everyone present—with special in- 
structions to obtain first the auto- 
graph of Fred Peirce, LIAMA man- 
aging director. 

Mr. Moffat injected more good hum- 

(CONTINUED ON PAGE 20) 
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Growth for Growth’s 
Sake Alone Is Not 
Sound, Says Peirce 


Growth for growth’s sake alone may 
not be sound, and company growth 
must be motivated 
by a sincere desire 
to spread the ben- 
efits of life insur- 
ance to aS many 
people as possible, 
Frederic M. Peirce, 
managing director 
of LIAMA, told 
that group’s agen- 
cy management 
conference meet- 
ing at Chicago 
this week. 

Sound growth, 
he suggested, must take into consider- 
ation the best interests of the insuring 
public, the agents, the field manage- 
ment team, and the company as a 
whole. 

Mr. Peirce offered three requisite 
paths to growth: 

1. Through a well-trained, adequate- 
ly compensated field organization pro- 
viding policyholders with competent 
life insurance counsel. 

2. Through sound products tailored to 
today’s needs of families and busi- 
nesses. 

3. Through wise management philos- 
ophy which maintains an intelligent 
balance between the desire to grow 
bigger and the need to grow better. 

He asked his audience of agency of- 
ficers whether they were capitalizing 
on “the several important advantages 
of the smaller company.” Among the 
advantages of smallness, Mr. Peirce 
listed were: Close personal contacts 
possible within the company, the abil- 
ity to concentrate company efforts in 
a small geographical area, and flexi- 
bility of action and relative ease of ex- 
perimentation. 

Mr. Peirce also pointed to three pos- 
sible disadvantages of being small: 
Lack of prestige which sheer size seems 
to give, lack of established patterns of 
agency building and selling and lack 
of manpower reservoir from which fu- 
ture management may be built. 





Frederic M. Peirce 


“With able management, however, 
your strengths can far outweigh any 
disadvantages,” he declared, and he 
advised companies to pursue their 
growth not as imitators, but in their 
own individual patterns. 

Inherent in any growth plan, he 
said, are certain common responsibili- 
ties ... responsibilities to agents, to the 
public, to managers and to the com- 
pany. On fulfilling responsibilities to 
the agent, he mentioned the need for 
companies to “deal fairly in all mat- 
ters, to provide ample channels for 
two-way communication, and to hold 
fast to promises made.” He said that 
agents want to work for “a progres- 


541 More Qualifiers 
Lift Latest Total 
to 1,259 for MDRT 


February qualifiers for the 1957 
Million Dollar Round Table numbered 
541, bringing the total through Feb. 28 
to 1,259. MDRT chairman Howard D. 
Goldman of Richmond, Northwestern 
Mutual general agent for Virginia, said 
the total through Feb. 28 is an increase 
of 60 over the corresponding 1956 fig- 
ure of 1,199. It includes 448 life and 
qualifying repeating members as com- 
pared with 423 a year earlier, 173 life 
members as against 176, 131 life and 
qualifying first time as against 120, 
247 qualifying repeating members, as 
compared with 238, and 260 first time 
qualifiers, as against 242 a year earlier. 

So many applications have been re- 
ceived at MDRT headquarters at Chi- 
cago that there is currently a backlog 
of 600 to 700 applications. Hence, in 
spite of the record total qualified 
through Feb. 28, many who might have 
expected to be on the latest list will 
not find their names on it because of 
the large number of applications that 
had been received at MDRT head- 
quarters but were still awaiting pro- 
cessing on Feb. 28. 

The list of February qualifiers will 
be printed in next week’s issue of THE 
NATIONAL UNDERWRITER. 








sive company, one that is never satis- 
fied with where it is at the moment 
...one that is never completely satis- 
fied with what it is doing for its field 
forces.” 

Mr. Peirce said it is also important 
for companies to see some of the re- 
cent developments through the eyes 
of their agents. ‘““Many of our agents 
feel that things are happening today 
to reduce their markets and their in- 
come. We as agency officers have a 
responsibility to recognize the situa- 
tion, to worry about it, and to help 
our agents find ways to develop new 
markets and to increase their income.” 

On fulfilling responsibilities to field 
management, he declared that a com- 
pany’s big job is “to convince its man- 
agers that the company cannot grow 
unless its managers grow...and then 
to provide managers with the neces- 
sary tools.” 


Correction 


Ordinary new business and in force 
figures for Aetna Life were inadvert- 
ently dropped off of the tabulation of 
1956 sales in New York which appeared 
last week in The National Underwriter. 
The figures for Aetna Lire are: 

New Business In Force 
Ordinary $ 57,004,672 $ 428,295,508 
Group $227,228,354 $1,331,523,000 





GENERAL AMERICAN LIFE-—Or- 
dinary business for the first two 
months of 1956 was $16,599,780 com- 
pared with $12,815,694 for the same 
period last year, an increase of 29.5%. 


Managers with CLUs 
for Agents Have It 
Easy, Moynahan Says 


One of the best ways for a manager 
or general agent to make his job a 
little easier for himself is to get his 
agents to study for the CLU, John 
Moynahan, manager of the west sub- 
urban district of Metropolitan Life at 
Berwyn, Ill., told the March meeting 
of Chicago General Agents & Managers 
Assn. When an agent or assistant de- 
cides to study for the CLU it is pretty 
indicative that he is in the business to 
stay, Mr. Moynahan said. He ex- 
plained that CLUs don’t quit the busi- 
ness and seldom change companies, 
and as a result of this, it makes the 
manager’s job easier, more pleasant, 
and more rewarding. 

Although agents instilled with an 
enthusiasm to study make for a pleas- 
ant managerial situation, Mr. Moyna- 
han admitted that to get a man to 
study his business is one of the biggest 
jobs of a manager. However, he said 
that once a number of agents get going 
as CLU students, the enthusiasm seems 
to rub off on other agents. 

Mr. Moynahan said policyholders 
are entitled to professional service and 
that agents can’t be well qualified 
without study. “Selling alone is not a 
profession,” he said, “its a job.” The 
CLU designation is proof that an agent 
knows his business and has studied his 
business, the speaker said. 

Mr. Moynahan, a wheel-horse in 
agents’ activities for over a quarter of 
a century, heads a very large agency. 
Some 17 or 18 of his agents are either 
CLUs or working on it. Another dozen 
are studying LUTC courses. 





Ask Outside Salesmen 
Be Kept Exempt from 
Labor Standards Act 


The present fair labor standards act 
provision exempting outside salesmen 
from the act’s wage and hour require- 
ments should be retained, American 
Life Convention and Life Insurance 
Assn. of America told the labor sub- 
committee of the Senate committee on 
labor and public welfare. 

The subcommittee is considering 
several bills which would amend the 
fair labor standards act in various re- 
spects. Two bills include provisions 
eliminating the exemption of outside 
salesmen, which presumably would 
bring life insurance agents within the 
wage and hour provisions of the act. 

The statement submitted by ALC 
and LIA pointed out that agents 
should not be brought within the cov- 
erage of the act because the number 
of hours which they work in any par- 
ticular week is controlled by them 
and not by the companies. Agents de- 
termine their own schedule of work- 
ing hours, adapted to the convenience 








Figures from Life Companies’ Year-End Statements Shown 









Increase Surplus to New Ins. in Increase Prem. Benefits Total 
Total in Policy- Bus. Force Dec. in Ins. Income Paid Disburs. 
— Assets or ae Y 31, 1956 in Force 5 1956 1956 
‘ . $ $ $ $ 
TERING BRED © ccssetievciessrnccrtatiocsinrsene 92,114,468 4,922,031 8,688,208 68,396,270 384,959,081 23,953,381 11,871,483 5,435,948 10,700,053 
Continental Life, Canada ........ 35,343,505 2,473,075 2,873,888 23,610,043 162,374,946 14,353,444 948,504 1,799,258 3,162,193 
Excelsior Life, Canada ... ; 87,680,967 8,145,015 6,011,716 59,725,374 424,683,182 33,766,441 11,131,817 4,813,877 9,532,233 
Metropolitan Life ...... 14,785,074,561 849,444,643 877,881,282 7,186,857,410 72,883,395,165 6,755,274,219 2,113,075,034 1,330,661,546 1,849,074,004 
La Sauvegarde Life .. 37,736,076 3,136,119 988,853 25,517,5031 189,405,518 497, 881,950 1,977,713 607,733 
Lincoln Income Life 12,122,020 1,370,551 2,432,052 113,146,618 168,153,259 31,341,497 9,386,717 2,748, 8,180,505 
London Life, Canada . 568,104,363 45,301,405 37,410,984 513,613,4872 3,792,527,029" 436,758,495 75,138,723 41,381,597 61,621,813 
Midland Mut. Life ....... 94,519,225 4,541,272 17,178,729 ,068, 327,787,985 25,341,781 8,869,618 4,821,67 8,773,608 
Mount Vernon Life ...........cssseesseseeve 6,506,742 1,504,197 1,681,561 66,481,930 629,205,2¢9 149,282,205 11,077,125 8,573,868 10,517,187 
North American L. & C. .... 26,218,436 3,368,481 2,701,019 156,285,249 603,299,095 115,640 12,167,540 4,580,432 9,714,116 
Kcturaicar) dade ce, Se 76,445,699 6,669,260 8,016,046 81,305,444 867,533,724 90,663,065 18,399,774 11,674,345 15,618,970 
Prudential _ 13,261,696,622 740,199,433 196,857,582 8,479,880,114 57,943,571,207 6,386,806,804 1,816,396,624 1,104,529,596 1,596,240,84' 
Southern Life, N.C.  ..ccccccoccsscssscose 20,374,286 5,021,520 2,071,825 70,695,578 161,637,061 17,166,975 5,705,248 1,396,208 4,565,911 


iNew business figure includes 
«Net reinsurance ceded. 


revivals and increases of $1,679,053 for 1956. 


Pass Bill Lifting 
Ban on Life Company 
Owning Fire Insurers 


ALBANY—The_ senate -p ass 
Mitchell bill permitting out-of-state 
life companies to own stock in fire g; 
casualty companies, even to the extent 
of a controlling interest, passed the 
assembly unanimously Wednesday. No 
trouble is expected in getting the goy. 
ernor’s signature, as the measure jy 
favored by Insurance Superintenden} 
Holz. 

The bill would permit an out-of. 
state life company to own fire or cas. 
ualty stock if, after excluding this ang 
other assets held in greater amount 
than New York companies are permit. 
ted to own, it could still take care of 
all its obligations. On this basis, Cop. 
necticut General Life could have cop. 
summated its projected purchase of 
National Fire of Hartford, which hag 
to be abandoned because the New 
York attorney-general held that such 
a tie-up would cost Connecticut Gen. 
eral its New York license. 

e os e 

In asking Attorney-General Javits 
for an opinion, Superintendent Holz of 
New York asked whether the Conner. 
ticut General plan would violate the 
statutory prohibition against a life 
company doing more than a life, A&s, 
and annuity business. Mr. Javits did 
not settle this question but the weight 
of opinion appears to be that mere 
ownership of a controlling interest in 
a fire or casualty company should not 
be regarded as doing a non-life type 
of business. 

The Mitchell bill would not permit 
a domestic life company to own a con- 
trolling interest in a fire company, be- 
cause the law would still prevent own- 
ership of more than a small percent- 
age of a fire or casualty company or 
any other type of corporation. 








of their clients, and it would be im- 
possible for the companies to deter- 
mine the number of hours fheir agents 
work. 

An agent’s production depends not 
alone on time spent in actual selling, 
but to a large extent on developing 
leads and contacts. Thus, it would be 
impossible to determine what con- 
stitutes an hour of work in the case of 
an agent, ALC and LIA said. 

Most agents are paid on a commission 
basis and commissions received in any 
week may not be based on work per- 
formed in that week, so that pay can- 
not be directly related to hours 
worked. 

ALC and LIA said agents and their 
professional organizations and associ- 
ations have never asked or sought 
coverage under the wage hour law. 


W. Va. Recodifies All 


Laws on Insurance 


A new insurance code will go into 
effect Jan. 1, 1958, in West Virginia. 
A 472-page bill recodifying all laws 
pertaining to the business has been 
passed by the legislature with little 
opposition. 

The recodification was done under 
the direction of Commissioner Miller, 
who has been reappointed by Gov. Un- 
derwood until Jan. 1, 1959. ; 

The legislature defeated bills to 
raise the premium tax from 2% to 3%; 
to provide that no A&S policy could 
be cancelled by the insurer except for 
non-payment of premium, and to pro- 





7 vide that the disclosure of the insul- 


er’s interest in a legal proceeding is 
not objectionable evidence. 
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ANNOUNCING ANOTHER FIRST 








The United States Life Insurance Company’s 


MODEL GROUP LIFE PLAN 





for firms | 


V \ e are proud to present Model Group—a new, revo- 


lutionary group plan for small and medium size firms. 


—featuring modernized group life schedules without 
requirements of individual evidence of insurability. 
MODEL GROUP is adopted from the Model Group Life 


$20,000/540, | Maximum Schedule 
Plus up to $20, 000 has Death & Dismemberment 


] 10 « or more employees" 


Insurance Definition as sponsored by the National 
Association of Insurance Commissioners. It offers your 
clients a $20,000 or $40,000 Group Life schedule as 
listed below. It is, in every sense, a practical group life 
plan with genuine group underwriting features. 


Here’s How and Where you can write “MODEL GROUP” 























States in Which Minimum Employees | Employer Case States in Which Minimum Employees | Employer Case 
We Are Admitted Necessary Group Life Limit We Are Admitted Necessary Group Life Limit 

Arizona 10 $20,000/40,000 Nevada 10 20,000/40,000 
California 10 20,000/40,000 New Hampshire 20,000 
Colorado 10 21,000/40,000 New Jersey 20,000/40,000° 
Connecticut 10 20,000/40,000 New York 10 20,000/40,000 
Delaware 10 20,000/40,000 North Carolina 25 20,000 

Dist. of Columbia 25 ,000 Ohio 25 20,000 

Florida 25 20,000/40,000 Oregon 10 20,000/40,000 
Illinois 10 20,000/40,000 Pennsylvania 10 20,000/40,000 
Indiana 10 20,000/40,000 Puerto Rico 10 20,000/40,000 
lowa 10 20,000/40,000 Rhode Island 10 20,000/40,000 
Kansas 10 20,000/40,000 Tennessee 10 20,000/40,000 
Maine 10 20,000/40,000 Terr. of Hawaii 10 20,000/40,000 
Maryland 10 20,000/40,000 Vermont 25 20,000 
Massachusetts 10 20,000/40,000 Virginia 10 20,000/40,000 
Michigan 25 © 20,000/40,000 Washington 10 20,000/40,000 
Minnesota 10 20,000/40,000 West Virginia 25 20,000 
Missouri 10 20,000/40,000 Wisconsin 25 20,000 
Nebraska 25 ; 





























*In states where permitted 


“NOW, small and medium size firms may obtain 


group life coverage in realistic amounts at standard 
rates. And “realistic” amounts make it possible for 
your clients to eliminate “superimposition.” One plan 
— one company provides ample coverage — réduc- 


e Standard Group Rates 


e Waiver of Premium in event 
of Total Disability 


e Conversion Privilege 
e No Medical Examinations 
e Group Underwriting 


ing costs and time consuming “‘dual administration.” 
Yes, now you can approach your clients and offer a 
MODEL GROUP schedule. It is truly the plan every 
producer and employer has been waiting for. Look at 
these other plan features: 


e 24 Hour A D & D Coverage for 
non-hazardous groups may 
be included up to 50% of the 
life amount—maximum $20,000. 


Get all the facts and underwriting information on MODEL GROUP Life today. Contact your 
United States Life General Agent or your nearest United States Life Group Office for details. 


Another first from the Company that made “Baby Group” famous! 





NLIFE SS UeNCE: COMPANYA 


IN THE CITY OF NEW YORK 


84 WILLIAM STREET - NEW YORK 38, N.Y. 
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LIAMA Speakers Debate Value of Full, 
or Part-Time Men in Agency-Building 


The case for agency-building ex- 
clusively through full-time or largely 
through part-time agents was given 
at LIAMA agency management con- 
ference at Chicago this week by Wayne 
E. Lewis, general agent at Columbus, 
O. for Ohio State Life, and G. William 
Sayers, Columbus Mutual Life gener- 
al agent at North Manchester, Ind. 

Mr. Lewis favored concentrating on 
full-time producers and personal pro- 
duction, and he described his progress 
up to last year when his agency led his 
company in life production, premiims 
and lives. He said the average produc- 
tion of his agents was $620,000 and 
“no full-time man has ever started in 
our agency and failed.” 

As he started to build his agency 
toward a $5 million goal, Mr. Lewis 
said he was struck with two facts: 

1. Most successful men specialize. 

2. Everything seems fine for new 
men until they finish their training. 
Then they seem lost in a maze of mar- 
kets. Few succeed if they don’t have a 
ready-made market. 


From these premises, Mr. Lewis 
“turned the recruiting process around.” 
He said “the heck with finding a man 
and then a market. . . we determined 
the markets we wanted to become ac- 
tive in, and then we looked for high- 
grade men who could specialize in 
these markets.” 

In eliminating and selecting, he sug- 
gested one test that is “sobering but 
valuable.” He said: “We look at the 
prospective recruit and ask ourselves— 
if everyone in our agency was just 
like him, how good would the agency 
be?”? Men who have to make “a sacri- 
fice” to enter the business are sought 
by the Lewis agency because “we 
know it is far easier to work with a 
man who has known what success is.” 

In Mr. Lewis’s agency the agent is 
assisted with his prospecting. “We feel 
that when we bring a man into our 
business full time and his training is 
completed, helping him prospect is our 
most important obligation. That’s rea- 
son for our specialized market control,” 
he declared. 


Mr. Lewis said that with this sys- 
tem of providing prospective leads, 
morale is very high. His agents give 
his agency the constant production 
and loyalty it needs. He said that 
full-time agents resent competing with 
part-timers or brokers. “In our city,” 
he said, “the agencies that go after 
brokers or part-time salesmen cannot 
keep full-time salesmen.” In his agen- 
cy no part-time agents are hired and 
brokers are contracted only after a 
unanimous vote of all the full-time 
salesmen. “I want to respect the loyal- 
ty given to me by my associates,” Mr. 
Lewis said. “Secondly, I want entrance 
into our organization something to be 
sought ... that makes recruiting a 
whale of a lot easier. So far, it has 
worked.” 

In setting up his agency, Mr. Lewis 
tried to look through the eyes of the 


agent and . .. to set up the agent’s 
“dream agency.” These are the re- 
quirements he thought the agent 


would list: Private office; personalized 
secretarial service; private phone; 
right to be a full-time agent for a 
company and the right to place life 
business in the company best for the 
(CONTINUED ON PAGE 18) 
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NOW— 


THE A B C PLAN 


ABC Plan. 


THE 


Again, the Lincoln National man has 
a new plan in his sales kit. This time 
it’s a pre-authorized check plan—the 


This Automatic Bank Check Plan 
appeals to clients and agents alike 
because it’s convenient and inexpen- 
sive, and it minimizes the chance of 
lapse through oversight. 

Lincoln National’s ABC Plan is an- 
other reason for our proud claim that 
LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
Its Name Indicates Its Character. 








Young Adult Death 
Rate in New Table 
50% Less Than CSO 


NEW YORK—The broad scope 
the work that went into the prepar. 
tion of the proposed new naortality 
table, now before the National Assn, 
of Insurance Commissioners for ¢op. 
sideration, was described by Charlg 
M. Sternhell, 2nd vice-president of the 
New York Life, in a paper presente 
to the Society of Actuaries at its east. 
ern spring meeting here. 

The new table was prepared lag 
fall in a 3-month period, even though 
it encompassed a larger volume of 
risks than was used in preparing the 
1941 CSO table, which is now in ¢. 
fect. 

Accomplishing such a large volume 
of work in so short a period was made 
possible only through the use of a 
electronic data processing machine, av. 
cording to Mr. Sternhell. 

“It has been estimated that the com- 
pletion of this volume of work by the 
use of desk calculators would have p. 
quired about two years,” he said, 

The new table is based on a study 
of 1950-54 deaths under $170 billion 
of standard ordinary life insurance jn 
15 large companies, the actual death 
claims being nearly $2 billion. 


The resulting table showed material 
improvement in mortality since the 
1930-40 study used for the CSO table, 
Mr. Sternhell pointed out. The new 
unadjusted death rates at the young 
adult ages run less than half of those 
of the earlier period and at no ages 
are more than 81% of the earlier rates, 

Mr. Sternhell explained that after 
the basic unadjusted mortality table 
was prepared, it was then compared 
with individual company experience to 
study deviations, using both the 15 
companies whose figures made up the 
table and also the experience of 3 
additional companies. It was agreed 
that mortality rates representing av- 
erage company experience, without 
margins, would not be appropriate ina 
mortality table that was to be used by 
all companies as a basis for determin- 
ing their policy reserves. Accordingly, 
a margin was adopted, ranging from 
10% to 15% at the central range of 
ages, which produced a table that 
covered the death rates experienced 
at any age level by all but four or 
five of the 48 companies. The adjusted 
death rates were also kept within the 
rates for U. S. white males in 1949-51 
at virtually all ages. 

Comparison of the 15 companies’ 
combined experience showed actual 
deaths to average 85.2% of those ex- 
pected according to the new table; the 
lowest ratio for any of the 15 compa- 
nies was 80.4% and the highest 89.3%. 
Comparing the 33 companies, the 
range was somewhat wider, going from 
52.6% to 95.0%. 





Defense Chief Honors 
Mutual, United of Omaha 


United Benefit Life and Mutual 
Benefit H. & A. were honored recently 
by defense secretary Wilson for out- 
standing cooperation with the armed 
forces reserve at a special Chamber of 
Commerce luncheon in Omaha. ; 
Murray Longworth, president of Unit- 
ed, accepted the awards on behalf of 
both companies. In addition to a scroll 
of commendation, the companies also 
received a large banner similar to the 
navy “E” pennants used to honor de- 
fense plants during World War II. 
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Zone 5 of NAIC to 
Meet at Cheyenne 


Zone 5 of National Assn. of Insurance 
Commissioners will hold its annual 
meeting April 17-19 at Cheyenne, Wyo. 
It will be the first time the meeting 
has been held in Wyoming, and 250 
persons are expected to attend. The 
states in Zone 5 are Texas, Arkansas, 
Oklahoma, Kansas, Nebraska, New 
Mexico, Colorado and Wyoming. Ford 
§. Taft will be host. 

Henry Pal, president of Wyoming 
Insurors Assn., is general chairman. 
Among the highlights will be a buffalo 
dinner, a visit to the Wyoming here- 
ford ranch and the King sheep ranch. 








Oppose 50% Boost in 


W. Va. Premium Tax 


The finance committee of West Vir- 
ginia house of delegates tabled a bill 
to raise the premium tax from two to 
three cents after hearing a protest 
from Andrew B. Chison, general agent 
of Ohio State Life at Wheeling and 
president of West Virginia Assn. of Life 
Underwriters. 

Mr. Chison said the 50% increase 
would hurt small policyholders, many 
of whom are not aware that two cents 
of every premium dollar goes to the 
state in the form of taxes. The 1956 
tax brought in $3 million, more than 
30 times the cost of supervision by the 
insurance department, which was the 
original purpose of the tax. The tax is 
a tax on thrift and discriminates 
against people who put their money 
into insurance, he said. 





Lite Company Benefits in 1956 
Increase to Nearly $6 Billion 

Life companies in the U. S. in 1956 
paid benefits totaling $5,878,200,000, up 
$495,500,000, according to Institute of 
Life Insurance. 

“Living” benefits were $3,459,200,- 
000, up 10%, and represented 59% of 
the total benefits. Death benefits 
amounted to $2,419,000,000, up 9%, an 
increase which reflects the increased 
ownership of insurance and not a 
higher mortality, as the death rate 
among policyholders last year was at 
or near a record low, according to the 
institute. 


Mark NW Mutual 100th 
Year at Spokane Meeting 


Eastern Washington and northern 
Idaho agents of Notthwestern Mutual 
Life commemorated the company’s 
100th anniversary recently at a meet- 
ing in Spokane. The meeting was 
called by Norman Bishop, general 
agent for the company at Spokane. 
Speakers from the home office includ- 
ed C. G. Groeschell, comptroller; Dr. 
Jack End, assistant medical director, 
and O. Alfred Granum, assistant di- 
rector of agencies. 








Contracts for Southland Center 


Southland Life has approved the 
awarding of three contracts totaling 
about $19 million for construction 
work on Southland Center, the com- 
pany’s home office building project 
how under construction in downtown 
Dallas. Other major contracts already 
awarded include a $2.5 million elevator 
and escalator contract. The multi-mil- 
lion dollar project, which will include 
the largest office building west of the 
Mississippi, will have a 42-story home 
office tower.and a 28-story Sheraton- 
Dallas hotel. 





Cal. Department Promotes Faber 
John Faber has been appointed as- 


‘sociate counsel at San Francisco for 


the California insurance department. 
He was with Pacific Title before join- 
ing the department in 1954. Most re- 
tently he had been assistant counsel 
at San Francisco. 
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NO CEILING ON YOUR OPPORTUNITIES 
WITH CENTRAL STANDARD 


If you want to rise to new heights—to show what you 
can do on increased production and greater income... 
check with Central Standard. 


You’ll find Action Plans that help in producing leads, 
and you'll profit with sales aids that mean more closes. 
It’s all part of a vigorous “From Now On” Expansion 
Program. General Agency openings in excellent terri- 
tories. Top commissions with vested life-time renewals. 





Write, phone or wire C. L. Gselll, Agency Vice President 


CENTRAL STANDARD LIFE 
Send (905--> INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6 











Frederic M. 
Peirce, LIAMA 
managing director, 
left, chats with 
Don YT. _ Loucks, 
center, Excelsior 
Life, and Hollis L. 
Manly Jr., Amica- 
ble Life, at the ag- 
ency management 
conference meet- 
ing of LIAMA this 
week in Chicago. 


HteNATIONAL UNDERWRITER 


Describes Role of 
Personal Producing GA 


Agency building through personal 
producing general agents was de- 
scribed by C. B. Barksdale, agency 
vice-president of Protective Life, and 
he told LIAMA members meeting for 
their agency management conference 
at Chicago that the primary objectives 
for his general agents were to sell a 
profitable volume of personal business, 
employ a suitable crop of part-time 
agents, and convert the most apt of 


profitable markets...successful men! 


Strength in this area, coupled with the capable, dynamic 
leadership of such an experienced sales management 
team, firmly convinces me that today 

Berkshire presents the greatest potential 

for personal growth in the industry! 


At Berkshire we are aggressively pursuing a program care- 
fully designed to merge men and markets successfully. 
The completeness and competitive advantages of our policy 
line guarantee profitable markets for our Agents and Bro- 
kers. Our immediate aim is to enlarge our field force with 
men qualified to represent us in selling and field manage- 
ment jobs . . . and through modern, well-informed sales 
management, see that they prosper. 
oo 


During my years in this business, I have had a chance to 
study the various financial arrangements offered to field 
management personnel by many companies. Believe me, 
Berkshire’s are outstanding. 


ERKS HIRE 
LIFE INSURANCE CoO. 
Life, Accident & Sickness, Pension Plans, Annuities. , 
W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD. MASS... AMUTUAL COMPANY °« 1881 
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those part-timers into full-time career 
men. 

The reason for encouraging genera] 
agents to hire part-time agents, Mr. 
Barksdale said, “is that these men 
yield a good volume of quality busj- 
ness, and they also tend to give the 
general agent and activity when his 
persenal prospects may be at low ebb,” 

He said his company selected per. 
sonal producing general agents by con. 
tracting men already experienced ip 
life selling, and added that this pro. 
gram was not proselyting because “our 
supervisors are minutely instructed not 
to disrupt happy situations with agents 
or general agents of other companies.” 

Under his company’s contract, Mr. 
Barksdale explained, the general agent 
can make five times as much from a 
given piece of business he has person- 
ally sold than if sold by a subagent, 
and in that way general agents are en- 
couraged to produce. 

He described the Protective home of- 
fice as “a gigantic general agency” 
which was constantly in touch with 
the field. He said this system of agency 


building was “a comparatively fast | 


way to reach the level of production 
our company desires to reach anda 
fine basic system for building large 
agencies in the future.” 


Says Production Must 
Match Wage Increase 


If production does not rise 10% to 
keep pace with average wage increases 
in the first two months of this year, 
continued inflation is inevitable, Mel- 
vill P. Dickenson, senior vice-president 
of Equitable Society, told Indianapolis 
business leaders at a luncheon honor- 
ing Fitzhugh Traylor, Equitable man- 
ager in that city and president of 
American Society of CLU. 

Mr. Dickenson declared that Equit- 
able “will do everything in its power 
to publicize the inflationary danger of 
government spending and wage in- 
creases not accompanied by produc- 
tion increases.” He said he also fore- 
saw no lessening of the demand for 
money, “and, hence, money will con- 
tinue to be expensive.” 

Attending the luncheon celebrating 
the Traylor agency’s 35th anniver- 
sary were Equitable representatives 
from throughout the half of the state 
serviced by that agency. Also included 
were the mayor of Indianapolis; Alden 
C. Palmer, Indiana commissioner; 
Charles McCotter, Northwestern Mu- 
tual Life, president of Indiana Assn. 
of Life Underwriters; Oren D. Pritch- 
ard, Union Central Life, secretary of 
National Assn. of Life Underwriters; 
and James Bettis, Berkshire Life, pres- 
ident of Indianapolis chapter of CLU. 


Great-West to Start Its 
New 5-Story Home Office 


Great-West Life anticipates con- 
struction of its proposed new five-story 
building will commence immediately, 
with completion expected in two years. 
Directors of the company on March 15 
awarded a general contract for the 
building to G. A. Baert Construction 
Co., Winnipeg. At the same time, 4 
mechanical contract was awarded to 
Randall & Co., also of Winnipeg, and 
an electrical contract to Canadian 
Comstock Co. of Toronto. The contract 
for steel previously was awarded to the 
Dominion Bridge Co. ; 

The limestone, granite and glass 
structure will stretch for 450 feet along 
Osborne street, directly opposite the 
Manitoba legislative buildings in Wit- 

_nipeg. It. will be-set in an eight-2cre 
site which will provide ample varkin3 
space and room for expansion, 
surrounding grounds will be land- 
scaped. 
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Non-Life Security Called 
‘Competitive Threat’ 
Sign of Times by Hadley 


Certain forms of security other than 
life insurance were termed “a com- 
petitive threat” to 
the life industry by 
Ben F. Hadley, 
vice-president of 
Columbus Mutual 
Life, who discuss- 
ed recent trends 
and developments 
in all phases of life 
insurance market- 
ing in his topic, 
“Signs of Our 





Times” at the 
opening session of 
Ben F. Hadley LIAMA’s_ agency 


management conference in Chicago. 

Referring to this threat, Mr. Hadley 
asked: “What should we do—surrender 
the savings market to stock and bond 
houses, mutual funds, building loans, 
savings banks, credit unions. . . to say 
nothing of federal social security?” 

“From the increasing percentage of 
term, the decreasing average premium 
per $1,000, and the fervently expressed 
sales talks of so many agents in the 
business, you’d almost think we had 
decided to do so!” 

Describing developments in mass 
coverages, he said the worst thing is 
for a company “to do and think nothing 
about these developments.” 

“Mr. Hadley called the many new 
policy forms which are appearing con- 
tinuously additional “signs of our 
times” and recommended that “we 
watch them closely as we chart our 
own company’s course of progress.” 

He viewed with alarm “an increas- 
ing pressure from the rapidly rising 
costs of both agency operation and 
agent financing . . . with an increasing 
amount of financing at an almost pro- 





Two principals at the LIAMA agen- 
cy management conference at Chicago 
this week are, left, Lewis W. S. Chap- 
man, LIAMA director of company re- 
lations, and William R. Davis III, 
Commonwealth Life, chairman of the 
meeting. 








BANKERS LIFE OF IOWA—New 
business in February totaled $36,532,- 
886, an increase of more than 87% over 
the same month last year. Of this total 
the ordinary amounted to $13,872,686, 
an increase of more than 5%, and 
group totaled $22,660,200, an increase 
of more than $16 million over the same 
month last year. Total production for 
the first two months of 1956 came to 
$62,009,219, an increase of more than 
$20 million over the same period last 
year. Of this total, $26,594,269 was or- 
dinary and $35,414,950 was group. To- 
tal insurance in force in February for 
Bankers Life was $2,686,172,949. Of 
this amount, $1,638,812 454. was ordi- 
hary and $1,047,360,495 was group. 





Fred A. Stoner has been appointed 
general agent for Royal League of Ber- 
wyn, Ill., in Kansas City. Although 
Royal League has a sales organization 
in St. Louis, it previously was not rep- 
resented in Kansas City. 


acter of that advertising. 


hibitively high level.” He also com- 
mented on “a growing trend toward 
both pre-induction training and severe 
post selection to minimize these costs.” 

Mr. Hadley predicted continued 
strong growth of the career agent con- 
cept, with surging development of 
CLU, LUTC, company and college 
training, as well as basic insurance ed- 
ucation in our colleges. He noted seven 
important signs affecting company 
growth: 

1. Development of national advertis- 
ing, together with changes in the char- 


«. A decided and deliberate shift 
from weekly premium insurance to 
monthly debit and ordinary insurance. 

3. The trend away from complicated 
programing to simple programing and 
package selling. 

4. The “startling results’ from split 
dollar sales and simple tax sales. 

5. A noticeable trend toward the 
managerial form of agency operation. 

6. The “clustering of agent contracts” 
at one or the other of opposite poles— 
either completely “free” contracts 
without termination penalties, or “cap- 
tive” contracts with almost confisca- 








tory penalties at termination. 

7. The widening search for contrac- 
tual provisions to improve persistency, 
increase and improve recruiting and 
training, and secure higher average 
size policies. 

Mr. Hadley challenged his listeners 
“to put double the amount of insurance 
in force ... or triple .... or quad- 
ruple.”’ Today, he said, there is just a 
little more than one year’s income of 
this country insured, which presents 
“a tremendous challenge to all of us to 
do the job for the insuring public 
which needs to be done.” 





IN NEWSWEEK 
and 
47 MAJOR 
NEWSPAPERS 


advertisements similar 
to this one are targeted 
at the prospects of 

our representatives. 
Each advertisement 
reaches a circulation 
of over 9,000,000 
readers and not only 
builds prestige for the 
company but affords 
each local agent a 
“hard selling”? partner. 
This, coupled with our 
training, top-notch 
sales aids, and our 
““Tailor-Made’”’ policies, 
designed to meet 
individual needs, will 
make more money 

for you under 
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Your Fan-American Agent 
can show you how... 


When the butcher, the baker, and the furniture maker all 
have their hands out for a slice of your salary every payday 


—and your money is gone 


of each paycheck, for future 


before you know it—better do 


something about it. The wise thing is to put yourself on your 
own payroll first! Make sure that you and your family get part 


security. The best way is to buy 


a Special Pan-American Life Insurance Policy for Family 
Protection. Your policy will be tailored to fit your income and 
your individual needs. Ask your friendly Pan-American Agent 


for the full story. 


One of the select 
group of companies 
writing 90% of the 
nation’s life 
insurance. 










2400 Canal Street °* Department PR-57 
New Orleans 19, Louisiana, U.S. A. 


Without obligation, please tell me how 
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More Companies Report 
SOUTHWESTERN LIFE 


Southwestern Life had new business 
of $226,104,960 in 1956, $47,686,933 or 
27% more than the 1955 total and a 
new annual record for the eighth con- 
secutive year. 

Insurance in force at the end of 1956 
reached $1,466,401,879, more than 
double what it was 10 years ago when 
the in force figure was $640,867,018. 
The average size of individual policies 
has risen sharply also in the last 10 
years, from $3,532 to $7,377. 

In 1956 the company paid $22,262,- 
360 to policyholders and beneficiaries, 
a new record for one year and more 
than three times the total paid 10 years 
ago. Policy benefits paid by the com- 
pany since it was organized 54 years 
ago total $241,616,948. Year-end assets 
aggregated $393,037,669, and capital, 
surplus and continuancy reserves to- 
taled $44,806,050. New investments in 
mortgages, bonds and other securities 
amounted to $55,571,522. 

President James R. Wood spoke op- 


‘56 Records 


timistically about the future of South- 
western and of life insurance in Texas. 
Referring to the so-called insurance 
scandal in 1955 and 1956, Mr. Wood 
said good remedial laws have been past 
as a result of which both the public 
and the good Texas companies will 
eventually be beneficiaries. 

Directors of Southwestern have 
proved payment of a dividend of 40 
cents a share on July 15 to holders of 
records July 8. 


AMERICAN NATIONAL 


At the end of 1956, American Na- 
tional had $3,762,235,349 of insurance 
in force, up $324,192,671 over the pre- 
vious year. Assets reached $627,785,- 
839, an increase of $52,123,046. 

Capital at the end of 1956 was $30 
million and surplus was $45,949,875, a 
combined surplus protection to policy- 
holders of $75,949,875, a figure that is 
up slightly more than $7.5 million over 
the 1955 total. The company has a ratio 
of $113.76 in assets for each $100 of 


liabilities. The company has increased 
cash dividends for 1957 by 25% for a 
total of $3,600,000. 

American National had expected to 
reach $4 billion in force by the end of 
1957, but heavy gains in production 
during the first two months of this 
year indicates that the company should 
achieve this objective shortly after the 
middle of this year instead of the end 
of the year. New ordinary sales in Jan- 
uary and February of this year cur- 
rently are running 33.3% higher. 








Milwaukee—Wylie Craig, vice-presi- 
dent of National Fidelity Life, spoke on 
“Realstic Recruiting and Selection” at 
the March dinner meeting of Milwau- 
kee Life Managers & General Agents 
Assn. 





Youngman agency of Mutual Benefit Life at 
New York—John H. Ames has received the fol- 
lowing achievement awards: Million Dollar 
Round Table, agency toastmaster, paid-for 
volume leader, lives leader, most valued asso- 
ciate and man of the year. Eugene C. Wood 
was toastmaster of the Old Timers and Wil- 
liam R. Saunders won the junior toastmaster 
award, leading first-year men in earnings. C. 
Rrvuce Wilkinson and William J. Flynn quali- 
fied for the Million Dollar Round Table. 
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WE ARE LOOKING FOR experienced A&S producers 


who are ready to 


If you are in this category, and if your present company 
can’t offer you the contract you want, we urge you to inves- 


tigate Provident. 


Your investigation will show that we have the widest line 
of individual coverages available in one company anywhere, 


become General Agents. 


and an agency contract second to none. 


We have some territories open with great possibilities. 


Write in confidence to 


JAMES W. SEDGWICK, Agency Manager 
ACCIDENT DEPARTMENT 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 
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President Walter O. Menge of Lin- 


coln National Life, left, presents q 
scroll to David Warshawsky of Cleve. 
land, the company’s agent of the year 
in 1956. It is Mr. Warshawsky’s second 
consecutive year to achieve this honor, 








Seating “in the Round" 
to be New Feature at 
LAA Eastern Meeting 


The laboratory technique, with seat- 
ing arrangements “in the round” to 
encourage audience participation, will 
be used for the first time by Life Ad- 
vertisers Assn. at its March 28-29 east- 
ern round table at Barbizon-Plaza ho- 
tel at New York. 


The laboratory technique will be 
used for exploring the various ways 
LAA members tell the story of their 
products, the reasons why they use 
their techniques and the resulis they 
obtain from them. Seating “in the 
round” will make it convenient for 
those in the audience to contribute as 
much from their own experiences as 
the panelists and moderators will from 
theirs. 

William C. Heimburg, manager of 
sales services of New York Life, is 
round table chairman. Charles R. Cor- 
coran, 2nd vice-president of- Equita- 
ble Society, designed the program and 
format. “Wake Up—It’s a New Day!” 
is theme of the meeting. 











Sol Kolodny, right, regional man- 
ager for Franklin Life at Cincinnati, 
receives his company’s “Man of the 
Year” plaque from A. V. Dowling, vice- 
president and director of agencies. Mr. 
Kolodny during 1956 had paid pro- 
duction of $1,522,000 placing him in 
No. 1 spot among all Franklin pro- 
ducers. In addition, he recorded 4 
divisional total for the year of nearly 
$4 million. Mr. Kolodny has been with 
the company 13 years. 
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LAMA Finds as Many 
Convention Qualifiers 
Though Rules Stiffer 


LIAMA, in a recent survey of 
changes in convention qualification 
rules since 1951, has found that 65 out 
of 85 companies surveyed have made 
such changes, principally | by raising 
requirements. Increases in require- 
ments, however, have had little effect 
on the proportion of agents who quali- 


ot 16 companies reporting on in- 
creases up to 50% in requirements, 
only two companies experienced a drop 
of more than 10% in the proportion of 
agents meeting the qualifications. Two 
companies had an increase in the pro- 

rtion qualifying, and two found the 
change had no effect. 

Reporting companies point out that 
factors other than the amount of qual- 
ifying production may influence both 
the number and composition of quali- 
fiers. Such factors are leadership, stif- 
fening of persistency requirement, 
eliminating marginal producers, and 
selection of an unusually attractive 
convention site. 


IBM Names Cahill to 


San Francisco Post 


International Business Machines 
Corp. has appointed Thomas V. Cahill 
special representative in the life in- 
surance department with headquar- 
ters in the western regional sales of- 
fice at San Francisco. He joined IBM 
at New York in 1939 and has been a 
sales representative and special repre- 
sentative at Boston since 1942. 


Old Republic V-P Speaks 
to Puerto Rican C. of C. 


Arthur J. Cade, executive vice-presi- 
dent of Old Republic Life of Chicago, 
recently addressed the Chamber of 
Commerce of Puerto Rico at San Juan, 
pointing out that more than $14 mil- 
lion of credit life insurance was writ- 
ten in Puerto Rico in 1956. With Puerto 
Rican per capita income rising more 
than 50% within the last five years 
due to expansion and growth, credit 
plays an increasingly important role in 
the economic life of the common- 
wealth, Mr. Cade said. Growing pur- 
chasing power has resulted in the in- 
creased use of consumer credit, with 
more than $50 million outstanding in 
Puerto Rico in 1956, he explained. 

In the United States, Mr. Cade said 
in comparison, credit life insurance 
written rose from $4 billion in 1950 to 
$20 billion in 1956, with nearly 67% of 
all consumer credit now so covered. 

He emphasized that credit life in- 
surance, while filling a definite need 
that exists while money is owed, is a 
supplement, and not a substitute for 
regular insurance programs. 


410 Mile Stack of $10 Bills 

The Family Economics Bureau of 
Northwestern National Life is con- 
vinced that the proposed federal budg- 
et of $72 billion is a lot of money. The 
bureau figures that $72 billion would 
make a stack of $10 bills 410 miles high. 
It would pay the combined wages of a 
million manufacturing workers for 17 
years. It’s about twice as much as the 











LIFE INSURANCE UNDERWRITING 
MANAGER 


New Life Company needs man to set up 
Underwriting policies, organize and admin- 
ister this function. Must have experience in 
formulating Underwriting policies for new 
types of Life Insurance. Age 30 to 50, mid- 
west. Salary in five figures. 








Call or Write 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 South State St. WAbash 
Chicago, III. 2-4800 














U. S. government spent to fight World 
War I. If the federal government 
should spend $73 billion in the next fis- 
cal year, it would mean spending $137,- 
000 a minute for 24 hours a day, seven 
days a week, the bureau said. 





American United Gives Polio Shots 

Some 275 American United Life 
home office employes, ranging in age 
from the teens to the 60s, have taken 
the first of three shots in a company- 
financed polio vaccine program. 

Myron T. Fouke, an American 
United Life employe and polio victim, 
is aiding the company’s medical direc- 
tor in promotion of the program. 


New Service Building 
to Be Part of Lincoln Nat'l. 
Expansion Program 


A two-story service building will be 
constructed in conjunction with the 
expansion of Lincoln National Life. 
This structure will be across the street 
from the home office in Fort Wayne 
and will be connected to it by a tunnel. 
Plans call for completion of the service 
building before construction begins on 
a six-story addition to the home office. 
The shipping and receiving facilities 
of the two-story structure will replace 
those of the present home office, which 


will be blocked of when the work be- 
gins on the six-story addition. 

The new service building will pro- 
vide space for the company garage, 
storage of older records, and a supply 
center for the company cafeteria and 
general needs of the home office. 

The site for the service building 
presently is being used for a company 
parking lot, which will be replaced by 
a new 200-car lot expected to be com- 
pleted this month. 





E. E. Sammons, vice-president and 
agency director of United Fidelity Life, 
has been elected a director of the com- 
pany. 





Church 





LIVING BENEFITS FOR LUTHERANS 


1957 marks the 
beginning of our 
40th year of 
conscientious service 
to Lutherans and 
to the Lutheran 





Trained for Better Service ... LUTHERAN BROTHERHOOD’s Home Office Training School is another 
reason why LB sales representatives consistently provide intelligent, sincere service to Lutherans 

and to the Lutheran church. These members of the December class — from New Jersey to the state of 
Washington—are only a few of the many representatives who have received the benefit of the School’s 
specialized training during 1956. As a result of this training, LB representatives achieve greater 
personal productivity in a shorter time by being helped to serve their prospects and clients better. 


futheran 


eynedavamareeye! 


THROUGH LIFE 





HOME OFFICE 





701 Second Avenue South 


Minneapolis 2, Minnesota 


INSURANCE 











HeNATIONAL UNDERWRITER 


March 22, 1957 


—. 
— 











PeoNATIONAL 


UNDERWRITER 
The National 





Weekly Newspaper of 
Life Insurance 


EDITORIAL OFFICE 
99 John St., New York 38, N. ¥. 


Executive Editor: Robert B. Mitchell 
Assistant Editors: John B. Lawrence Jr. 
and Robert Young Jr. 


CHICAG® EDITORIAL OFFICE 
175 W. Jackson Blvd., Chicago 4, IIl. 
Associate Editor: John C. Burridge. 


Assistant Editors: Richard J. Donahue, 
Richard G. Ebel, and Philip F. Van Pelt. 
Production Editor: George H. Downs. 


ADVERTISING OFFICE 
175 W. Jackson Blvd., Chicago 4, Ill. 
Telephone Wabash 2-2704 


Advertising Manager: Raymond J. O’Brien. 


SUBSCRIPTION OFFICE 
420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 1-2140 


OFFICERS 
Howard J. Burridge, President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 
John Z. Herschede, Treasurer. 
420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 1-2140. 


SALES OFFICES 


ATLANTA 8, GA.—432 Hurt Bidg., Tel. 
Murray 8-1634. Fred Baker, Southeastern 
Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 
421, Tel. Liberty 2-1402. Roy H. Lang, New 
England Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., 
Tel. Wabash 2-2704. O. E. Schwartz and 
A. J. Wheeler, Chicago Managers. R. J. 
Wieghaus and William D. O’Connell, Resi- 
dent Managers. 


CINCINNATI 2, OHIO—420 FE. Fourth 
Street, Tel. Parkway 1-2140. Chas. P. Woods, 
Sales Director; George C. Roeding, Associ- 
ate Manager; Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insur- 
ance Bidg., Tel. Riverside 7-1127. Alfred E. 
Cadis, Southwestern Manager. 


DENVER 2, COLO.—234 Commonwealth 
Building, Tel. Amherst 6-2725. Fred L. 
White, Rocky Mountain Manager. 


DES MOINES 9, IOWA—327 Insurance Ex- 
change Bldg., Tel. Atlantic 2-5966. D. J. 
Stevenson, Resident Manager. 


DETROIT 26, MICH.—613 Lafayette Bldg., 
Tel. Woodward 5-2305. William J. Gessing, 
Manager for Indiana and Michigan. 


MINNEAPOLIS 2, MINN.—1038 Northwest- 
ern Bank Bldg., Tel. Federal 2-5417. How- 
ard J. Meyer, Northwestern Manager. 


NEW YORK 38, N. Y.—99 John Street, 
Room 2420, Tel. Beekman 3-3958. J. T. Curtin 
and Clarence W. Hammel, New York Man- 
agers, 


NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Market 3-7019. John F. McCormick, Resi- 
dent Manager. 


PHILADELPHIA 9, PA.—123 S. Broad St., 
Room 1027, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


ST. LOUIS 2, MO.—221 Pierce Bldg., Tel. 
Chestnut 1-1634. Geo. E. Wohlgemuth, Resi- 
dent Manager. 


SAN FRANCISCO 4, CAL.—582 Market 
St., Tel. Exbrook 2-3054. Richard G. Ham- 
ilton, Pacific Coast Manager. 











EDITORIAL 


COMMENT 





What Does ‘Non-Cancellable’ Mean? 


Can an A&S policy properly be 
called non-cancellable even though its 
rate can be raised on a class basis? 
Commissioner Hunt of Oklahoma has 
said “yes,” thereby delighting the is- 
suers of such policies, who hope this 
decision portends similar actions in 
other states. To the traditional non- 
can companies, who hold that no pol- 
icy deserves the non-cancellable label 
unless it carries a guaranteed rate, 
the Oklahoma decision is disappoint- 
ing in itself and for what it may pre- 
sage elsewhere. It’s understandable 
that they should feel this way, be- 
cause they have long bracketed non- 
cancellability with guaranteed cost. 

But, looking at the problem from 
the public’s point of view, can it fairly 
be said that guaranteed cost is so fix- 
edly associated in the public mind 
with non-cancellability that buyers 
will almost inevitably be misled into 
believing a policy carries a guaranteed 
rate if it is called non-cancellable? 
The answer must, of course, take into 
account the type of safeguards embod- 
ied in the Oklahoma regulations gov- 
erning information to be displayed on 
the policy. 

This will not be the first time the 
term “non-cancellable” has undergone 
a change in concept. Years ago, non- 
can A&S was virtually synonymous 
with lifetime indemnity. Then came 
the aggregate indemnity plan, and the 
public had to readjust itself to the 
idea that there could be two forms of 
non-can—lifetime indemnity and ag- 
gregate indemnity. Today, little, if any, 
lifetime indemnity coverage is sold ex- 
cept as income disability in connection 
with life insurance contracts. 

Even now “non-cancellable” cannot 
be taken literally, for that would mean 
a single-premium contract that would 
remain in force as long as the insured 
might live. Even the most liberal of 
the usual non-can contracts is “can- 
celled” for non-payment of premiums 
or when the insured reaches the age 
stated in the policy. Thus, it could be 
persuasively argued that the right to 
change rates on a class basis—which 
could be a decrease, if conditions war- 
ranted—is only one of several quali- 
fying factors that make it impossible 
to put a completely literal interpreta- 
tion on the term “non-cancellable.” 

It might well be asked why the 
companies writing the changeable- 
rate non-can coverage should be so 
interested in protecting their right 
to use the term ‘“non-cancellable.” 
Wouldn’t “guaranteed renewable” do 
as well? Actually, “guaranteed renew- 
able” seems to be the preferred desig- 
nation among these insurers. But they 
don’t want to be foreclosed from using 
the non-can tag if they see fit. Though 
refusal to renew an A&S policy has 
caused many times more complaints 
than cancellation during the policy 
term (usually barred by the terms of 
the policy) the public tends to bracket 
non-renewal with cancellation under 
the latter term. “Cancellation” makes 
a policyholder see red, so “non-can- 


cellable” gives him a sense of assur- 
ance and security against losing his 
coverage, whether by cancellation or 
refusal to renew. 

To the typical policyholder, the big 
thing about a non-can policy is that as 
long as he keeps on paying his pre- 
miums he can be sure that he’ll keep 
his coverage until the expiration date 
set forth in the policy. With no audible 
shrieks, he got used to aggregate in- 
demnity after being conditioned to 
Jlifetime.indemnity, so it seems likely 
that he will be able, without straining 
his brain, to get used to non-cancella- 
ble insurance that is subject to pre- 
mium revision on a class experience 
basis. 

There seems to be an analogy be- 
tween variable-rate A&S and parti- 
cipating life insurance. The man who 
wants to let his life insurance cost 
reflect the insurer’s experience buys 
participating coverage. He relies on 
the company to treat him fairly in the 
allocation of dividends, thus determin- 
ing his actual cost. But if he prefers 
to pay a fixed rate, he has the option 
of buying a non-par policy. There is, 
of course, a ceiling to participating 
life insurance costs that there is not 
in variable-rate A&S but the distinc- 
tion seems academic because with 


either participating life insurance or 
variable-rate A&S the insurer is doing 
its best to give the policyholder the 
most for his money. If a company jg 
scrupulous about keeping dividends yp 
and keeping them equitable, it wil 
hardly be less conscientious in mod- 
ifying its A&S rate levels. 

The right to call variable-rate Ags 
“non-cancellable” is regarded as a 
substantial factor in getting people to 
buy more A&S coverage and to fee} 
better satisfied with what they have 
bought. To that extent it helps weaken 
the propaganda of the zealots who are 
trying to pump up a demand for state 
and federal health insurance schemes, 
So the heart of the question seems to 
be: Should these prospective gains be 
sacrificed merely so that buyers may 
be spared the effort of understanding 
that “non-cancellable’”’ doesn’t neces. 
sarily mean “guaranteed rate”? 

Underlying the entire consideration 
of adjustable-rate non-cancellable pol- 
icies is the need for state regulations 
that will insure that a handful of com- 
panies won’t be able to use the adjust- 
able rate as a way getting a temporary 
competitive sales advantage by de- 
liberately charging too low a rate at 
the start. The Oklahoma regulations 
seem to be leading the way in hedg- 
ing the right to issue adjustable-pre- 
mium non-can with sufficient safe. 
guards to protect the public interest 
and to insure that this relatively new 
kind of coverage will continue to be 
issued in the future under high stand- 
ards. 








PERSONAL SIDE OF- THE BUSINESS 





Alden C. Brett, chairman of Boston 
Mutual Life, has been reappointed a 
trustee of University of Massachusetts. 


Stanley M. Richman, vice-president 
of General American Life, has been 
named a director of St. Louis Jewish 
hospital and St. Louis Council of Boy 
Scouts, and president of Family and 
Children’s Service of Greater St. Louis, 
a United Fund agency. 


Rear Adm. Sidney W. Souers, USNR, 
chairman of General American Life, 
has been elected to the board of 
trustees of George Washington univer- 
sity in Washington, D. C. Adm. Souers 
is a former director of central intelli- 
gence agency, executive secretary of 
National Security Council, and con- 
sultant to the President on security 
matters. 


Clint Milliken, agent for Paul Revere 
Life at South Bend, Ind., is achieving 
recognition as a magician in the 
Hoosier state. He frequently assists 
service clubs in providing magical en- 
tertainment for children in hospitals. 


Henry M. Lutz, vice-president of 
Franklin Life, has received assurance 
from United Nations that his plan for 
financing the reopening of the Suez 
Canal will be given “careful attention.” 
His plan would have funds for salvag- 
ing, clearing, repairing and rehabilita- 
ting operations raised by the sale of 
Suez Canal revenue bonds. 


R. Gerald McMurtry, director of Lin- 
coln National Life Foundation, has 
completed an eight-week tour in the 
east where he visited 20 cities and spoke 
74 times on the lore of Abraham 
Lincoln. On Lincoln’s birthday he ap- 


peared on “Potomac Panorama,” popu- 
lar TV interview program in Washing- 
ton, D. C., and on the Sunday preceding 
the anniversary he addressed 500 per- 
sons in Ford’s theater, the place where 
Lincoln was shot. : 


Robert E. Murphy, president of Cal- 
ifornia-Western States Life, was chair- 
man of the annual Camellia Queen con- 
test at Sacramento. He presented Glen- 
da Tyler, the queen, with her scepter 
of office at a ceremony which high- 
lighted the annual festival. 


T. S. Burnett, president of Pacific 
Mutual Life, has been elected presi- 
dent of California Tax Payers’ Assn. 
Mr. Burnett has been a member of the 
association’s board since 1955 and on 
its executive committee since 1956. 


Randle R. Gilbert, director and 
member of the executive investment 
committee of United Fidelity Life, has 
been awarded a certificate of apprecia- 
tion for his work as chairman of a 
Southern Methodist university fund 
drive. 


Lester O. Schriver, managing direc- 
tor of National Assn. of Life Under- 
writers, has been selected to write a 
short biography of Lincoln to be pub- 
lished in the fall for New York univer- 
sity’s Hall of Fame series on 86 great 
Americans. Mr. Schriver is author of 
numerous books and articles on Lin- 
coln. 


Byron K. Elliott, president of John 
Hancock, gave the keynote address at 
the annual founders’ day program, held 
at Boston university, under sponsor- 
ship of the university and Associated 
Industries of Massachusetts, which 
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represents 2,000 manufacturers. He 
spoke on the growing interdependence, 
cooperation and mutual respect of bus- 
iness and higher education. 


Howard Ennes, director of the bur- 
eau of public health of Equitable Soci- 
ety, served as program coordinator for 
national advisory committee on local 
health departments which met in Cin- 
cinnati to discuss the birth, care and 
growth of local official health ser- 
vices, under the sponsorship of na- 
tional health council. 


Carrol M. Shanks, president of Pru- 
dential, was featured in a story on the 
life insurance business in Time mag- 
azine for March 18. A color portrait 
of Mr. Shanks by Boris Chaliapin ap- 
peared on the front cover. 


DEATHS 


DR. JEWELL B. PROCTER, 70, who 
had been chief examiner of Union 
Central Life at New York from 1920 
until his retirement in 1955, died of a 
heart attack in his home in the Bronx, 
N. Y. He was in private practice before 
joining Union Central. 


LEONARD E. PETERSON, 42, a 
home office underwriter for Franklin 
Life, died in a Springfield, Ill., hospital 
about 10 hours after he collapsed at 
work. 























Insurer Sues Denver Paper 
for $5 Million of Libel 


American Founders Life, a recent- 
ly organized Colorado insurer, has 
brought a $5 million libel suit against 
the Rocky Mountain News on charges 
of printing false statements and other 
“inferences and innuendoes and half- 
truth statements.” 

The company claims the Rocky 
Mountain News story has damaged its 
reputation and the confidence of its 
stockholders and the general public. 
The story said American Founders Life 
had acquired 59,250 shares of stock in 
Texas-Adams Oil Co., which has been 
ousted as a dealer in securities in New 
York and has been named a defendant 
in federal court damage claims totaling 
more than $3 million. 

American Founders Life is asking 
$2.5 million in damages for the story 
carried in the first Sunday edition and 
another $2.5 million for a slightly re- 
vised version with a larger headline. 
The company says statements that it 
was involved in a bar association 
grievance action were false and that a 
listing of home office salaries and pol- 
icy claims contained incorrect figures. 

Commissioner Beery said American 
Founders’ annual report lists the Tex- 
as-Adams Oil Co. stock as having been 
purchased in 1956, but it was not car- 
ried as a listed asset. 


Occidental Offers Free Polio Shots 
_ Occidental Life of California is offer- 
ing, without charge, polio shots to 
its employes. The program will af- 
fect some 1,600 home office employes 
in Los Angeles, plus more than 400 
field workers throughout the U. S. and 
Canada. Vaccine will be administered 
by the company’s health service for 
home office employes, while field men 
may go to their private physicians for 
a series of three shots. 








Buyers to Hear Talk on Group 

“Current Group Insurance Trends” 
will be the subject of an address to be 
given by William N. Seery, vice-presi- 
dent of the group department of Trav- 
elers, at the March 28 meeting of New 
York chapter of American Society of 
Insurance Management. 





XUM 


Life of Va. Increases 
Non-medical Limits 


Life of Virginia has liberalized its 
rules on underwriting military risks 
and increased non-medical limits for 
applicants. 

Effective immediately, the non-med- 
ical limits are increased as follows: 
Age 0-30, $15,000 for males and single 
females and $3,000 for married fe- 
males; age 31-35, $10,000 for males 
and single females and $3,000 for mar- 
ried females; age 36-40, $5,000 for 
males and single females and $3,000 
for married females; age 41-45 $1,000 
for males and single females and $1,- 
000 for married females. 

As for military risks, married en- 
listed men in the lower four pay grades 
will be considered for $10,000 in the 
whole life or higher premium plans. 

The company also has increased the 
weekly premium limits. The maximum 
amount of weekly premium insurance 
that will be issued on one life within 
any twelve month period is $3,000, sub- 
ject to the condition that additional 
weekly premium insurance will not be 
issued to increase the total weekly pre- 
mium insurance with the company to 
more than $5,000. This maximum ap- 
plies to any combination of industrial, 
intermediate or ordinary insurance. 
Except for industrial insurance, pre- 
miums may be paid weekly, monthly, 
quarterly, semi-annually or annually, 
subject to certain minimum premiums. 


Union Mutual to Allow 
3% Discount Rate on 
Pre-Paid Premiums 


Union Mutual Life will increase its 
pre-paid premium discount rate from 
212% to 3% on April 1. 

Annual premiums due not more 
than 20 years (10 years in California) 
from date of payment will be eligible 
for discount at the new rate. Annual 
premiums paid 11 full months or more 
prior to their due dates will be dis- 
counted for the full number of months 





involved, provided the discount 
amounts to at least $1. 


Premiums paid in advance may be 
withdrawn at any time prior to their 
respective due dates. If advance pre- 
miums are withdrawn, interest is for- 
feited and only the respective amounts 
actually paid to the company will be 
refunded. However, in event of death, 
such amounts will be increased by in- 
terest at the rate of 3% per annum. 


Hancock Eases 10-24 
Group Underwriting 


John Hancock has liberalized the un- 
derwriting of 10-24 group plans. 

More group life and accidental death 
and dismemberment schedules are now 
available, including schedules with 
higher maximum amounts. Three dif- 
ferent group A&S schedules are now 
available, with the maximum schedule 
providing $42 per week per employe. 
The company has liberalized certain 
restrictions with respect to the under- 
writing acceptability of certain types 
of industry. 

A new form of employe insurance 
for use in states not yet permitting 10- 
24 group life also has been developed. 
The rates for this modified type of 
plan compare favorably with those 
now offered under the 10-24 group life 
plans. 


Security Mutual Life, N. Y., 
Increases Non-Medical Limits 


Security Mutual Life of Bingham- 
ton, N. Y., now insures males and fe- 
males non-medically to a maximum of 








POLICIES 


$15,000 for age 0-30; to $10,000 for age 
31-35, and to $5,000 for age 36-40. 

Premiums have been reduced for the 
family income rider. 








New Postal Policy, Executive 
Special, Is Life Paid Up at 90 


Postal Life has brought out a new 
policy, the executive special, to be 
written on the life paid-up at 90 plan 
in minimum amounts of $25,000. Un- 


derwriting standards will be high be- 
cause of the favorable guarantees and 
features of the policy. Substandard 
ratings will go to 500%. 

The company will continue to issue 
the special whole life paid-up at 85 
policy in minimum amounts of $5,000. 





Peoples Life Boosts Non-Med Limits 


Peoples Life of Indiana has in- 
creased its non-medical limits for 
males and unmarried females from 
$7,500 to $10,000 at ages 15 to 35. 








Fidelity Life & Income of Benton 
Harbor, Mich., has entered California. 
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l Life 
s the prescription! 


NO REDUCTION IN COMMISSION 
BECAUSE OF REDUCED RATE! 


Cure your rate headaches 
with a Select Risk Ordinary 
Life designed for your select 
clients. 

Complete the coupon below 
and get your all-in-one pre- 
sentation...includes rates, 
values and sales track. 


LIFE INSURANCE COMPANY 


MONTCLAIR. NEW JERSEY 
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NALU Adds Starters 
for Midyear Meeting 


National Assn. of Life Underwriters 
and General Agents & Managers Con- 
ference have added to the program 
of their midyear meeting at Roanoke, 
Va., March 24-28. NALU has included 
a discussion of the double dollar plan 
in the March 26 agents’ forum, in ad- 
dition to the discussion of bank loan 
plans. GAMC has added two more 
speakers, 

Speaking in favor of double dollar 
will be Harold J. Cummings, president 
of Minnesota Mutual Life. Speaking 
against will be Oliver R. Aspegren Jr., 
general agent for Ohio National Life 
at Chicago. 

Bank loan speakers will be Deane 
C. Davis, president of National Life of 
Vermont, in favor, and Gerard S. 
Brown of Penn Mutual at Chicago, op- 
posing. 

GAMC speakers added to the pro- 
gram are John J. Gill, assistant vice- 
president of Metropolitan Life, who 
will discuss the role of the general 
agent or manager in large case pro- 
duction, and George W. Jackson of 
Connecticut Mutual at Indianapolis, 


BANKERS LIFE 
OF NEBRASKA 


announces 
its new 


NEWS OF LIFE ASSOCIATIONS 





who will speak on the importance of 
good management from the agent’s 
viewpoint. 

Other speakers are Ralph G. Engels- 
man, life sales consultant of New York 
City and former general agent there 
for Penn Mutual, John L. Lobingier 
Jr., director of public relations of 
LIAMA, and Harold N. Sloane, general 
agent for Continental Assurance at 
New York. 

Warren A. King, insurance mer- 
chandising manager of Life magazine, 
will present and discuss Life’s new 
film, “Opportunities Unlimited.” 

Fred H. White of Massachusetts Mu- 
tual at Buffalo is program chairman. 





Form NALU Unit at Leesburg, Fla. 


A new unit of National Assn. of Life 
Underwriters has been organized at 
Leesburg, Fla., bringing the number 
of local associations to 685. The new 
unit has 54 members and is called 
Lake County Assn. of Life Underwrit- 
ers. 
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@ Sold in amounts of $25,000 or more 






Yugoslav Retugee Tells 
How He Made MDRT 


Boris J. Todorovich, refugee Yugo- 
slav army officer who became a Mil- 
lion Dollar Round Table life member 
in a few years with Provident Mutual 
in Detroit, described his methods and 
his principles before Cincinnati Life 
Underwriters Assn. last week. Taken 
prisoner early in the war, Mr. Todoro- 
vich escaped and spent some time with 
the Yugoslav embassy in Washington 
before joining Provident Mutual in 
1944. His life insurance work was in- 
terrupted by five years with Voice of 
America, but he climbed the produc- 
tion ladder after returning to Detroit 
in 1954. W. H. Blohm, Cincinnati gen- 
eral agent for Provident Mutual, in- 
troduced Mr. Todorovich. 

R. F. Ives, Jr., Massachusetts Mutual, 
president of the association, announced 
the award of a gift to J. G. Rust, Union 
Central, for his work as chairman in 
charge of the LUTC program for the 
past two years. Mr. Rust was unable 
to attend and Robert Hagerty, assistant 
general agent Massachusetts Mutual, 
co-chairman, accepted for him. The 
next meeting, a joint one with Cin- 
cinnati CLU chapter, will be Apr. 5. 


Salt Lake Agents to Hold 


Estate Planning Day 


Hugh Davy, general agent at San 
Francisco for Home Life of New York, 
will be the principal speaker at the 
estate planning day to be conducted 
April 1 by Salt Lake City Life Under- 
writers Assn. 








San Jose Agents to See 


Phone Sales Technique 


SAN JOSE, CAL.—A special meet- 
ing will be held April 6 to hear and 
watch an actual demonstration of sell- 
ing life insurance by telephone, to be 
given by Jack Schwartz of Los Ange- 
les. Mr. Schwartz will call up people 
he will select without any previous 
knowledge as to their value as pros- 
pects. 





New Life Association 
in Cal. Elects Officers 


Mount Diablo Life Underwriters 
Assn. has been organized in Contra 
Costa county, Cal., as a branch of the 


Oakland-East Bay association. Officers 


are Robert Joy, Equitable Society, 
president; Roy Rooney, Cal-Western 





@ Substantial first year cash values 
@ Participating paid-up additions 


@ Sold ages 20 through 65 — 
(EXECUTIVE) 


@ Sold ages 20 through 55— 
(RETURN PREMIUM EXECUTIVE) 


@ Return premium convertible through 
first seventeen years 


e Dividends available-at end of first year 


States Life, 1st vice-president; Paul 
Orgam, Prudential, 2nd vice-president, 
and Alyce Larscheid, Massachusetts 
Mutual, secretary. 


GAMC to Start 3 Courses in 
District Management by April 16 

General Agents & Managers Con- 
ference of National Assn. of Life Un- 
derwriters, which is promoting na- 
tionally study courses in district 
management have begun a course at 
Norfolk and Omaha and will start one 
at San Diego April 16. 


Pittsburgh—William J. Eckenrode, Penn Mu- 
tual; Richard T. Metheny, Fidelity Mutual; 
John A. Utz, Kansas City Life; Henry M. Cor- 
bett Jr. and Edward F. Haldeman, both of 
State Mutual, told how they wrote $1 million 
in 1956. 





Bankers Life 
'23252%5° Of Nebraska 


SINCE 1887 HOME OFFICE LINCOLN 


Madison, Wis.—Orville E. Beal, vice-presi- 
dent in charge of Prudential’s Minneapolis 
regional home office, spoke at a March lunch- 
eon meeting. 





Oconomowoc, Wis.—A. J. Hancock Jr., agen- 
cy director of Wisconsin Life of Madison, spoke 
on ‘‘As You Like It—Man and Superman,” at a 
monthly meeting of the Land o’Lakes Assn. 


Yugoslav Refugee Tells 
How He Made MDRT 


The latest developments in the ap. 
plication of electronic data processing 
equipment in the insurance industry 
will be a feature of the program at the 
annual conference of Insurance Ac. 
counting & Statistical Assn. May 19. 
22 at the Palmer house in Chicago. 

Speakers representing life, casualty, 
fire and health companies will de- 
scribe how the new electronic com- 
puters, large and small, are being 
adapted to insurance operations. These 
discussions will cover studies made by 
the member companies prior to ob- 
taining electronic equipment and prog- 
ress reports from companies employ- 
ing these computers in operations such 
as policy writing, premiun: collection 
and accounting. 

Emphasizing the theme of the con- 
ference, a featured speaker will be 
Samuel H. Alexander, chief of the 
data processing systems division of na- 
tional bureau of standards at Wash- 
ington, who will discuss electronics ijn 
business. 





Organize Group to Back 
Jenkins-Keogh Bill 


American Thrift Assembly for 10 
Million Self-employed has been or- 
ganized with headquarters at Wash- 
ington to promote passage of Jenkins- 
Keogh legislation to allow an income 
tax deferment on earnings which 
self-employed persons put into retire- 
ment programs. 

Although it is generally conceded 
that the legislation will not be passed 
during this session of Congress, the 
proponents are looking to the future. 

Charter members of the organiza- 
tion include American Medical Assn., 
American Bar Assn., American Insti- 
tute of Accountants, American Retail 
Federation, National Assn. of Real Es- 
tate Boards, American Dental Assn. 
and National Assn. of Druggists J. 
Joseph Donohue, Washington attorney, 
is national chairman. A steering com- 
mittee will present the views of 20 na- 
tional organizations representing busi- 
ness, the professions and agriculture. 


NW Mutual Invites Tot 
to Bicentennial in 2057 


Northwestern Mutual Life, which 
celebrated its 100th anniversary March 
2, already has sent ovt at least one 
invitation to its 200th birthday party 
in 2057. The invitation went to Roland 
S. Piper, son o fMr. and Mrs. Bione 
Piper. Fmbden, Me. Young Roland on 
March 2, at the age of one month— 
minimum age for coverage—became a 
Northwestern policyholder, and thus 
the companv’s voungest policyholder 
on its centennial day. 

Grant L. Hill. vice-president and di- 
rector ef asencies. extended the invi- 
tation to Master Piper. “With the av- 
erage life expectancy of Americans 
constantly on the rise during the past 
decades. we can’t help feeling that Ro- 
land has a very good change of reach- 
ing his centennial and helping North- 
western Mutual Life celebrate its bi- 
centennial,” Mr. Hill said. 








CLUs Meet at Chicago, Dallas 
to Study Chapter Administration 
American Society of CLU held 
meetings of chapter heads at Chicago 
and Dallas to discuss problems of 
chapter administration. Leroy 
Steinbeck, managing director, 
chairman. : 
The society studied its relations with 
American College, the meaning of a 
professional society, practical meth- 
ods of carrying out chapter objectives, 
planning and promoting CLU study 
groups, and building public recogni- 
tion of the organization. 
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s, F. A&S Managers 


Name Miller President 

At its annual meeting, A&H Man- 
agers Assn. of San Francisco elected 
William A. Miller, Massachusetts 
Bonding, president; Edward R. Mann- 
ing, Royal Indemnity, vice-president, 
and Robert J. Stewart, West Coast 
Life, secretary. 

George L. McDowell, Loyalty group, 
spoke on “The Latest Trends in the 
Accident and Health Business” at the 
meeting. 


Lack of Communication 
Blamed for Most Complaints 


to Insurance Department 


Lack of communication between 
claimants and claims men is the chief 
reason for complaints registered with 
the insurance department, Lawrence 
A. Berman, deputy Illinois commis- 
sioner, told Chicago Claim Assn. at its 
March meeting. 

Mr. Berman stated that most differ- 
ences arise because the claimant either 
has not given the company complete 
information on the claim, or does not 
know what his benefits are. He said 
claims people have a duty to explain 
to policyholders just what they are en- 
titled to and not entitled to, and why. 

In explaining how the department 
investigates complaints, Mr. Berman 
pointed out that most can be taken 
care of by an exchange of correspond- 
ence with the company involved. After 
hearing from the company, an inves- 
tigator can usually explain to a com- 
plainant whether or not he has re- 
ceived his proper benefits. 





Mich. CIO Plans Health 
Service with Diagnosis Clinic 


LANSING—Insurance observers are 
watching closely developments in an 
incipient rivalry between Blue Cross- 
Blue Shield and a newly formed 
union - sponsored hospital - medical 
service plan not yet actually in opera- 
tion. The latter, backed by powerful 
elements in the CIO around the De- 
troit area, has adopted the name Com- 
munity Health Assn. and has an- 
nounced its objectives to be not only 
provision of hospital service but a 
clininical medical service designed to 
obtain early diagnosis of ailments, 
thus heading off expensve hospital- 
ization. 

Drs. Fernald Foster, president of 
Michigan Medical Service (Blue 
Shield) and Arch -Walls, vice-pres- 
ident, addressed Detroit Economic Club 
during the past week and outlined 
steps their organization plans_ to 
broaden its service. 

Dr. Foster said Blue Shield has 
plans afoot to meet demands for a 
more comprehensive health program. 
He said definite outline of the new 


A&§ 


service would be announced within 
six months. He said his organization, 
however, “has no business in the in- 
surance field as some groups advo- 
cate.” Drs. Foster and Walls criticized 
the union efforts to “push govern- 
ment into provision of medical serv- 
ices.” They said there is no profes- 
sional service that Blue Shield cannot 
provide but that extended service 
would mean higher costs. Dr. Walls 
specifically declared his organization 
has no intention of “fighting” the new 
union-backed health plan which ap- 
parently will seek to have the entire 
premium burden borne by employers. 
He said the CHA plan will inevitably 
lead to “confusion and headaches.” 


Conn. Bill Would Widen 
Blue Shield Coverage 


Connecticut Medical Service, the 
Blue Shield plan sponsored by the 
state medical society, seeks permis- 
sion to write a broad major medical 
type of contract. 

The proposal is embodied in Senate 
bill 404, which would amend the medi- 
cal service corporation act to permit a 
plan to provide any or all medical, 
surgical, nursing, hospital or other 
services rendered or prescribed by 
physicians. It would allow CMS to ex- 
pand its coverage to include drugs out- 
side hospitals, services of public health 
and private nurses, ambulance trans- 
portation, artificial limbs and other 
services. 

Oganizations like CMS are present- 
ly limited by law to making payments 
for medical services rendered by doc- 
tors only. 








Ind. Assembly Sets Up 
Group to Investigate A&S 


The so-called “Blue Cross investiga- 
tion bill” that had previously been 
adopted by the Indiana senate unan- 
imously, also has been adopted by 
the house without dissenting vote. 

The bill (actually, a joint resolution) 
establishes a _ special, non-partisan, 
joint house-senate committee to “con- 
duct a study of the operations of ali 
companies or associations or others en- 
gaged in the business of providing hos- 
pitalization or prepaid hospital expense 
plans.” 

The resolution itself does not spe- 
cifically mention Blue Cross, but it 
was introduced by Sen. J. Russell 
Townsend, who had been previously 
quoted following an announcement of 
Blue Cross rate hikes in the state as 
saying that “perhaps the whole situa- 
tion needs investigating.” As a result, 
the resolut.on has been tagged in the 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 
optional hospital-surgical-medical benefits. Sickness 
benefits from one year to ten years—Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 
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press as a “Blue Cross probe.” 

The investigation resolution calls for 
the special committee to file a report 
with the legislative advisory commis- 
sion on or before Sept. 15, 1958, for 
transmission to the next session of the 
bi-ennial assembly, which will open 
January, 1959. 


N. C. Bill to Broaden 


Definition of Insurers 


A bill introduced in North Carolina 
house would broaden the definition of 
insurance companies to include, for 
legal purposes, firms whose corporate 
names do not include the word “in- 
surance,” 

The measure resulted from an at- 
torney general’s opinion that, techni- 
cally, a company could not be bound 
under some regulations because the 
law specifies that the word “insur- 
ance’”’ has to be in the title. 

Another bill, prompted by a law re- 
quiring agents to obtain separate li- 
censes to sell life, casualty and fire, 
would permit agents to sell all types 
with one license. 

The senate has passed and sent to 
the house a bill which would raise the 
fee of the state insurance commission- 
er for examining a foreign company 
from $25 to $36 per day. 








Joseph McCarthy Joins 


ILI Press Division 


Joseoh M. McCarthy, public relations 
and advertising director of Union La- 
bor Life since 1952, has joined the 
press division of Institute of Life In- 
surance. , 

Mr. McCarthy began his insurance 
writing career with The Spectator in 
1948 and was life insurance editor of 
that publication. He previously was 
assistant publicity director of Man- 
hattan college, of which he is a grad- 
uate. 

As a member of Life Insurance Ad- 
vertisers Assn., he has served on the 
eastern round table committee and 
the public relations committee. 


Okla. Agents Celebrate 


Life Insurance Week 


Agents throughout Oklahoma this 
week are observing Oklahoma Life In- 
surance Week. Charles S. Caldwell, 
president of Oklahoma Life Under- 
writers Assn., was present when Gov. 
Gary of Oklahoma signed a procla- 
mation designating the week for life 
insurance. 














10-Plus plans. 


specified disabilities. 





10-PLUS IS 
A MUST eeecee 


¢ Optional benefits for malignancy and 


¢ A flexible waiting period. 


¢ High maximums to $18 per day for hospital 
room and board, $500 for other hospital 
services and $350 for surgery. 


10-Plus zs a must for the small businessman who 
wants big case benefits for his employees. 


"A Star in the West...” * 


"WE PAY AGENTS LIFETIME RENEWALS... 





... for the small machine shop down the street, the 
radio-TV station on the hill, the real estate firm 
over at the center — all small, but big enough to 
share in the group hospital-surgical-medical ex- 
pense protection of one:of Occidental’s seven new 


These plans provide big case benefits on groups of 
as few as 10 employees. Leading features are — 








THEY LAST AS LONG AS YOU DO!" 
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A WELL-BALANCED COMPANY 


IIA 


Qi the basis of good government 


In government, it is 
a balance of the executive, 


legislative and judicial branches. 


In life insurance, it is a balance 
of fundamentals, progress and 
alertness to policyholders’ needs. 




















The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 


A Worthwhile and 


Rewarding Career 


Mn 





More than ever today, there is real dollars and cents value in repre- 
senting the world’s financially strongest fraternal benefit society. Our 


representatives now receive these new, liberal benefits and rewards: 


e RETIREMENT PAY 


e MAJOR MEDICAL EXPENSE COVERAGE 
FOR THEMSELVES AND THEIR FAMILIES 


HOSPITALIZATION COVERAGE 
FOR THEMSELVES AND THEIR FAMILIES 


LIFE AND DISABILITY PROTECTION 
HIGH COMMISSIONS 


Woodmen of the World offers the most liberal contract available, 
anywhere! If you are looking for a prosperous career in life insurance 
selling, now is the time to investigate the outstanding opportunities 


offered by Woodmen of the World. 


For full details, write: 





QOTECT/, Unlimited Free Treatment for ono Tuberculosis T. E. NEWTON, 
an “A Field Manager, 
§ WOODMEN rie WORLD Bf cco. 3-wnu, 
re LIFE INSURANCE SOCIETY Woodmen of 
% Home Office: 1708 Farnam Street the World, 
Y, Omaha 2, Nebraska Insurance Bidg., 


. o 
SINCE 107 World's Financially Str. agest Fraternal Benefit Society 


Omaha, Nebr. 


Diemand to Address 
Ill. Federation Annual | 


John A. Diemand, president of | 
North America, will be the principal 
speaker at the annual luncheon meet- 
ing March 29 of Insurance Federation 
of Illinois at Chicago. Mr. Diemand’s 
speech will be entitled “A Growth In- 
dustry?” 





Hancock Plays Host to 


School-Business Parley 


Five hundred business leaders, high 
school teachers and administrators and 
working women from several Boston 
companies discussed the relation of 
school training to actual business re- 
quirements at the annual educational- 
business conference at John Hancock’s 
home office. 

Other participants were American 
Mutual Liability, Employers’ Group, 
Liberty Mutual and New England Life, 
Federal Reserve Bank, First National 
Bank of Boston, National Shawmut 
Bank and New England Telephone & 
Telegraph Co. 

Two panels on the _ high-school- 
trained employe were focal points in 
the conference. Another feature was 
workshops on hiring procedures, dur- 
ing which the educators questioned 
personnel administrators on interview- 
ing, testing, placement, and training 
practices. 

Vice-president John L. McCrea of 
John Hancock was host at a dinner at 
which G. Herbert True, assistant pro- 
fessor of Notre Dame university, spoke 
on “Creativity.” 


Mass. Mutual GAs Meet March 25 

Massachusetts Mutual General 
Agents Assn. will hold its annual con- 
ference at the San Marcos hotel in 
Chandler, Ariz., March 25-27. Among 
the speakers will be President Leland 
J. Kalmbach and _ Vice-president 
Charles H. Schaaff. 

Regional meetings are slated for 
Palm Beach, April 15-17; French Lick, | 
Ind., May 30-June 1; Colorado Springs, 
Colo., June 17-19; and Saranac Lake, 
N. Y., July 8-10. 











Convention Dates 





Mar. 24-29, National Assn. of Life Under- 
writers, midyear, Hotel Roanoke, Roanoke. 

Mar. 28-29, Life Insurance Advertisers Assn., 
eastern round table, Barbizon-Plaza hotel, 
New York City. 

Apr. 1-2, American Life Convention, regional, 


a 


Your Vutual 
gy Benefit 
WY Life Man 


planning 
does more 


than hard 
selling.” 


It’s the first thing Muiual Benefit 
Life men learn—that clients buy 
well planned life insurance—while 
unplanned “ready-to-wear” 
insurance has to be sold, hard! 
That’s why Mutual Benefit Life’s 
intensive Home Office training 
programs are so popular, and why 
graduates like B. B. Brice of 





Andrew Jackson hotel, Nashville. 

April 11-13, Home Office Life Underwriters | 

ssn., annual, Greenbrier hotel, White | 
Sulphur Springs. 

Apr. 12-13, American Society of C.L.U.’s, exec- | 
utive committee, Philadelphia. 

April 15-17, Life Insurance Agency Senta | 
ment Assn. A&S Meeting, Edgewater Beach | 
hotel, Chicago. 

Apr. 18-19, Life Advertisers Assn., north-cen- 
tral round table, Drake hotel, Chicago. 

April 23-24, Zone II of National Assn. of Insur- 
ance Commissioners, Sedgefield inn, Greens- 
boro, N. C. 

April 28-May 1, U. S. Chamber of Commerce 
oo department, annual, Washington, 

5b ee 


April 29-May 1, Life Insurance Agency Man- 
agement Assn. Combination Companies Con- 
ference, Hollywood Beach hotel, Hollywood, 
Fla. 

May 2-3, American Life Convention, regional, 
Ambassador hotel, Los Angeles. 

May 6-7, Assn. of Life Insurance Counsel, 
spring meeting, Greenbrier hotel, White Sul- 
phur Springs. 

May 12-14, Life Insurance Advertisers Assn., 
southern round table, Edgewater Gulf hotel, 
Edgewater Park, Miss. 

May 12-15, Life Insurance Agency Officers 
Round Table, Homestead hotel, Hot Springs, 
Va. 





Birmingham, Ala., find 
success more quickly. The ability 
to give sound, helpful service creates 


more clients than the ability to sell 


an unwilling prospect. 





| The Mutual Benefit I Life 


May 20-21, American Life Convention, regional, | | Insur ‘ance Company, Newark k, N. J. 


Statler hotel, Hartford. 

May 20-22, Insurance Accounting & Statistical 
Assn., annual, Palmer house, Chicago. 
May 22-24, Life Insurers Conference, Caro- | 
lina hotel, Pinehurst, N. C. 

May 23-24, Society of Actuaries, western, Jef- | 
ferson hotel, St. Louis. 

May 30-June 1, American Life Convention, 
medical section, Lake Placid club, Essex 
county, N. Y. | 
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HOME OFFICE CHANGES 








Connecticut Mutual 


John C. Cairns, president of Stanley 
Works of New Britain, Conn., has 
peen elected a director of Connecticut 
Mutual. 


Security-Connecticut Life 


William S. Cowles has been ap- 
pointed chief underwriter for A&S of 
Security-Connecticut Life and _ will 
participate in designing the A&S poli- 

portfolio and attend to all filings. 
He has been in the A&S department 
of Aetna Life since 1928. 


Occidental of Cal. 


Leo W. Dowling, who started with 
Occidental Life of California as a 
“temporary” employe 44 years ago, has 
retired. The oldest employe in terms of 
service, Mr. Dowlijng began in the ac- 
tuarial department in 1913. At that 
time, Occidental had a home office 
staff of 25 as compared to today’s staff 
of 1,600. Mr. Dowling became an un- 
derwriter in 1925, and in 1926 chief 
underwriter. He was named assistant 
manager of life underwriting in 1945 
and associate manager in 1948. 


Excelsior Life 


George R. Fraser, who joined Excel- 
sior Life in 1928 and has been assist- 
ant actuary since 1949, has been pro- 
moted to actuary and an officer to 
succeed Albert W. Johnston, who has 
retired after 40 years’ service. H. 
Reginald Fisher, who has been in 
charge of methods and planning, has 
been advanced to comptroller and an 
officer. L. Roy Baker becomes assistant 
actuary to succeed Mr. Fraser. Paul 
M. Deighton succeeds Mr. Fisher. 
Also promoted were Alan D. Carnegie 
and John C. Gaines to assistant treas- 
urers, James A. Kerr to assistant sec- 
retary, Donald T. Loucks to superin- 
tendent of agencies, Gavin H. Mackay 
to manager of branch offices, James 
D. Riddle to underwriting executive, 
Bensen E. Cronsberry to chief under- 
writer, Fred C. Howard to chief ac- 
countant, John A. Smith to actuarial 
supervisor, and Mrs. Mona Auzgi to su- 
pervisor in the tabulating department. 


Columbian National Life 


Charles W. Earnshaw, who has been 
in the life business for 25 years, has 
been appointed manager of field train- 
ing. Before joining’ Columbian Nation- 
al, he was manager of State Mutual 
Life at Baltimore, after seven years as 
head of the company’s home office 
training department. 


Southwestern Life 


Fred Kleber, manager of the policy- 
holders service division of Southwest- 
ern Life, has been elected assistant 
secretary of that company. He has 
been with the company for 25 years. 


Pan-American Life 


Matthew R. Sutherland has been ad- 
vanced from counsel of insurance pro- 
gramming to assistant general counsel, 
assuming the duties of the late Richard 
C. Martin Jr. Mr. Sutherland joined 
Pan-American as manager of the in- 
surance programming division in 1952. 


‘Great Southern Life 


Three promotions have been made 
by Great Southern Life: 

Frank Pattillo, agency cashier, has 
been named assistant secretary and 
agency cashier and will be in charge 
of all agency accounting. Mr. Pattillo 
has been with Great Southern since 
1930. He had been employed by South- 
ern Union Life when Great Southern 


* purchased-that company. ° - 
William L. Tidwell has been named ‘ 


assistant secretary in the policy change 
department. He has been with;;the 


company since 1952, most of this time 
in the policy change department. 

Earl Simpson has been appointed as- 
sistant treasurer in the investment and 
mortgage loan department. He has 
been with the company since 1948, and 
prior to being assigned to the invest- 
ment department, he had worked in 
accounting and auditing. 


Equitable Society 

Charles G. Haynsworth, assistant 
chief field appraiser since 1955 at Chi- 
cago, has been named chief field ap- 
praiser. Raymond E. Shimmon, assist- 
ant to the chief appraiser since 1955, 
is now assistant chief appraiser. Both 
promotions are in the company’s city 
mortgage department. 

Mr. Haynsworth joined Equitable in 
1945 at Birmingham, transferring to 
New York City in 1951 as assistant to 
the chief appaiser. Mr. Shimmon 
joined the company at Columbus, O., 
in 1948 as an appraisal inspector. 


Travelers 

Raymond M. Dunn, Arthur P. Daly, 
W. E. Dibble Jr. and Christian T. Paul 
have been named assistant chief un- 
derwriters in the group department of 
Travelers. 


Equity Life of Ala. 


C. W. Thaxton, who started in in- 
surance in 1937, has been elected pres- 
ident, succeeding E. E. Anthony, who 
becomes chairman. Before joining Eq- 
uity Life, Mr. Thaxton was vice-presi- 
dent of Vulcan L.&A. of Alabama. He 
assumes his new post about April 1. 


Baltimore Life 


William H. Lambert has been ap- 
pointed home office brokerage manag- 
er. Before joining Baltimore Life, he 
was Baltimore manager of Shenandoah 
Life. 


Minnesota Mutual 

Minnesota Mutual has made several 
promotions and changes in its sales 
operations. Among those promoted is 
Alan D. Harmer, secretary, who has 
assumed the additional responsibility of 
director of agency administration. Mr. 
Harmer has been with the company for 
33 years. He became assistant to the 
vice president in 1943, director of 
agencies in 1947 and secretary in 1954. 

Robert G. Reed, formerly agency de- 
partment secretary, has been named to 
the newly created post of director of 
sales education. Mr. Reed entered in- 
surance in 1948 as a salesman in his 
father’s Minnesota Mutual agency at 
South Bend, Ind. In 1950 he became su- 
pervisor of the Moore agency at Los 
Angeles and then joined the home of- 
fice staff in 1952 as assistant to the 
agency secretary. In 1955 he was ap- 
pointed agency department secretary. 

A. Grant Bergemann has been named 
assistant to the director of agency ad- 
ministration. In this position, he will 
continue his business persistency work 
and take over a major porton of Mr. 
Reed’s agency secretarial duties. Mr. 
Bergemann joined the company in 1947 
as a salesman at La Crosse, Wis., and 
joined the home office in 1954, serving 
as an agency supervisor until his 
present promotion. 

Richard S. Millikin, assistant super- 
intendent of agencies, has assumed the 
responsibility of working with newly 
appointed general agencies during their 
first year or two with the company. Mr. 
Millikin joined the home office staff 
in 1953 as an agency assistant. 

A. Jack London has joined the com- 
pany as an agency assistant. He has 
been in: insurance. six years and has 
had experience as a salesman and as 
a-home office field supervisor. 


Larson Bills Touch 


Agents, Group and 
Companies in Fla. 


Commissioner Larson of Florida has 
completed a series of eight hearings on 
his 1957 legislative program and has 
proposed 24 bills. 

One bill would require life agents 
to be at least 18 years of age and U. S. 
or Canadian citizens. Veterans admin- 
istration employes and military ser- 
vicemen would be prohibited from 
holding a life license after six months’ 
active service. A _ retaliatory clause 
would require that Florida agents par- 
ticipate in commissions with non-resi- 
dent agents when the non-resident 
agents’ state laws require commission 
sharing. 

Another bill would reduce from 75 
to 60 the standard percentage of eligi- 
ble employes required for initial en- 
rollment in a group A&S plan under a 
contributory arrangement. It would re- 
duce the number of employes to 15 
to make the number uniform with the 
requirement in the present group A&S 
law. 

A third bill would require riders and 
annuities, excluding special riders and 
endorsements, to be filed for the com- 
missioner’s approval. It adds increasing 
term to the coverages mentioned in 
the present law as requiring nonfor- 
feiture values where they extend to 
15 years’ duration or more. It would 
set uniform limits for all credit life 
and would include provisions for fixed 
annuity contracts. 

Another bill would authorize a trus- 


tee of the firemen’s relief and pension 
fund to buy life or annuity contracts. 
The present law does not authorize 
these purchases. A similar bill would 
authorize these purchases under the 
policeman’s retirement fund. 

A revision also proposed would per- 
mit labor unions and employers, under 
a group policy, to carry over to the 
current year any costs for the preced- 
ing two years which were not de- 
frayed by dividends, premium refunds, 
rate reductions, commissions and ser- 
vice fees. The present law requires 
these dividends or premium refunds 
to be applied by the policyholder for 
the sole benefit of insured employes or 
members without provision for unde- 
frayed costs in the immediate past. 

Another measure would increase the 
minimum capital stock for an insurer 
incorporated in Florida from $100,000 
to $200,000, plus an equal amount of 
surplus, making a total of $400,000. 
Foreign insurers would be required to 
operate successfully for at least three 
years before becoming eligible for ad- 
mittance in Florida. 





Ask Credit Life on Wis. GI Loans 

The Wisconsin state board of veter- 
ans affairs has asked the state legis- 
lature for authority to negotiate term 
life insurance for veterans who receive 
a housing loan. Under the plan, a vet- 
eran who receives a loan from the state 
veterans’ housing loan fund could also 
take a term life policy in the amount 
for the duration of the loan. The state 
would negotiate the policies on a group 
basis with private companies, and cost 
would be paid for by the veteran in 
the form of a reduction from his loan 
total. 


) ATTENTION! 


GENERAL AGENTS... 
LIFE - ACCIDENT & SICKNESS 
HOSPITALIZATION - GROUP 
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WE’RE BUILDING 
IN THESE STATES 
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IT WILL PAY YOU TO INVESTIGATE OUR UNUSUAL 


MONEY-MAKING PROPOSAL 


More Competitive .. . 

LI.C.A. offers a complete portfolio — 
policies filled with unusual selling fea- 
tures—loaded with advantages you can 
get your teeth into—and really S-E-L-L! 


More Merchandising . . . 

We offer a hard-hitting, sales producing 
program, from “mail to sale’. Everything 
furnished to you without charge. 


More Advertising ... 

We help you develop sales potential 
through local advertising, direct mail, 
quality-lead programs. 


More Money For You... 

This is truly a “ground floor” situation. 
L.I.C.A.’s vigorous building program 
spells O-P-P-O-R-T-U-N-I-T-Y for you! 


WRITE, WIRE OR PHONE COLLECT 


Paul Reichart, Vice President in Charge of Sales 


Life Insurance Company of America 


Wilmington 99, Del 





° Teleoh 
Pe 


Olympia 4-2474 
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Ohio State Life 


John K. Landis has been promoted 
general agent for Ohio State Life at 
: Dayton, succeed- 
ing Wilfred A. 
Guild as head of 
the life depart- 
ment of the Guild- 
Landis general in- 
surance agency in 
Gem City Savings 
building. Mr. Lan- 
dis is the son of 
John W. Landis 
who has been in 
the general insur- 
ance business in 
Dayton for more 
than 30 years. A graduate of the Whar- 
ton school, Mr. Landis just recently 
returned to civilian life after a tour 
of duty as a navy officer. 





J. K. Landis 


Prudential 


Henry S. Bedell, who has been su- 
pervising a group of agents at Pompton 
Lakes, N. J., has been appointed head 
of the Bergen district at Jersey City, 
succeeding Edward F. Hogan, who has 
retired after 36 years of service. Mr. 
Bedell joined Prudential in 1939 at 
South Orange, N. J., later serving at 
Beaumont, Tex., and Elizabeth, N. J. 


State Mutual Life 


Ronald C. Ames, formerly at the 
Philadelphia office, has been appointed 
home office representative in charge of 
the group office at Newark. State Mu- 
tual has also named John J. Tyrell Jr., 
formerly at the home office, to the 
group office at Boston. 


Connecticut General 


Richard D. Ellingson, Clarence T. 
Forsberg, Stuart R. Friedlander and 
Lincoln N. Kinnicutt have been ap- 
pointed staff assistants at Des Moines, 
Albany, Denver and Hartford, respec- 
tively. Mr. Ellingson and Mr. Kinnicutt 


FIELD CHANGES 





have been at their present agencies 
since 1954. Mr. Forsberg has been at 
Albany since 1955 and Mr. Friedlander 
has been at Denver since September. 


Guardian Life 


Robert W. Paskins, agency super- 
visor of Paul Revere Life at Omaha, 
Ry has been appoint- 
ed Guardian man- 
ager in that city, 
succeeding John D. 
Wells, now with 
Insurance’ Sales- 
man. Mr. Paskins 
started in insur- 
ance with the 
Guardian at San 
Francisco in 1940, 
becoming group 
underwriter for 
Standard Accident 
at Detroit in 1946, 
and joining Paul Revere at Hastings, 
Neb., in 1949. 


Life & Casualty 


J. A. Synco, staff manager at El Dor- 
ado, Ark., has been promoted to district 
manager at Hot Springs. W. S. Mott 
and O. R. Hanson have been promoted 
to staff managers of Life & Casualty of 
Tennessee at El Dorado and at Tupelo, 
Miss., respectively. 


United Benefit Life 


Four personnel changes in the group 
division have been made by United 
Benefit Life and Mutual Benefit H.&A. 

Dennis Mich, representative for the 
Portland, (Ore.) regional group office 
has been promoted to district group 
manager there. He joined the Portland 
office in 1955 upon completion of the 
companies’ home office group training 





Robert W. Paskins 
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REPUBLIC NATIONAL LIFE OF DALLAS 
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ee A.&H. e 


LIFE: non-participating, participating, standard, 
substandard, ordinary and special policies, life- 
time disability, $10 per $1,000. 

A. & H.: disability income, hospitalization and 
surgery, non-can accidental death, dismember- 
ment, major medical expense. 

GROUP: pure group, small group, franchise, 
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pension trust. 


Write James W. Galloway, Associate Director Agencies 
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North Central Expressway e 
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program. Following completion of the 
same training program, Donald Pack- 
ard has been appointed group repre- 
sentative at Detroit. John A. Castino 
and James G. Harmount, group repre- 
sentatives, have joined the Chicago of- 
fice. Mr. Castino has been active in 
group for nine years at Chicago and 
Milwaukee, and Mr. Harmount has had 
six years of group experience. 


Kansas City Life 


Harold E. Carr of Cape Girardeau, 
Mo., has been named assistant state 
supervisor of the Missouri agency for 
Kansas City Life. He has been in the 
life business four years. 


Lincoln National Life 


Lloyd W. Evans has been appointed 
general agent at 
Spokane for Lin- 
coln National Life. 
Mr. Evans, who 
has been in life in- 
surance for nine 
years at Medford, 
Ore., succeeds 
Norris .Erickson, 
who has resigned 
at Spokane to re- 
turn to California. 


L. W. Evans 


Nationwide 


Two new appointments in group 
operations have been made by Nation- 
wide. 

J. M. Doherty has been named pro- 
motion and training manager, and Rob- 
ert E. Vanderbeek has been appointed 
group manager for Michigan with 
headquarters in Detroit. Mr. Doherty 
formerly was supervisor of sales pro- 
motion in the sales office and Mr. 
Vanderbeek had been on special as- 
signment in Nationwide’s home office. 


Occidental Life of California 


George E. Fenzel has been promoted 
to regional group manager at the Pitts- 
burgh group office of Occidental Life 
of California, and William A. Wapotich 
has been appointed assistant regional 
group manager at the Cleveland group 
sales office. Mr. Fenzel has been with 
the company since 1953 and since has 
been associate regional group manager 
at Newark. Mr. Wapotich joined Occi- 
dental in 1953 at Cleveland. 


Travelers 


Robert E. Self, Charlotte, Andrew M. 
Clark, Denver, and Robert E. Chadsey, 
Montreal, have been named field su- 
pervisors. John M. Dunlap, Duluth, and 
Thomas F. Neher, St. Louis, have been 
named agency service representatives. 
Frederick N. Moore, Travelers agency 
service representative at the Empire 
State office at New York, has been 
transferred to the John street office in 
that city. The headquarters of Alva H. 
Graham, assistant manager, has been 
changed from Lubbock to Midland, 
Tex., and the headquarters of Jackson 
G. Pollock, assistant manager, has been 
changed from Hamilton to London, Ont. 


United States Life 


Allan Ramsay, who started in insur- 
ance with Connecticut General in 1949, 


has been appointed general agent of a 


new agency at 530 Biscayne boulevard, 
Miami, and Arthur R. Jepsen, head of 
his own agency of the same name in 
Duluth, Minn., has been named general 
agent of a new agency there at 611 
Torrey building. 

Mr. Ramsay, prior to joining United 
States Life, was branch manager of Oc- 
cidental Life from 1952-1956, after 
having served as agency supervisor of 
Canada Life. 

Mr. Jepsen, in addition to managing 


his own agency, continues as Cistrigt 
manager of Continental Casualty 
which he joined in 1949. He was with 
John Hancock from 1934-1940 and with 
- taet sAM erica ou. & A. vetore jOining 
Continental Casualty. 








Southwestern Life Fetes 
65 Veteran Employes 


Sixty-five employes of Southwestery 
Life, who have given the company to. 
tal service representing 2,037 ye 
were honored at an annual luncheon 
recently in the home office dining 
room. Five of this group received golq 
watches for reaching the 35-year mark 
in service during the past year. Anoth. 
er six received diamond pins for com. 
pletion of 25 years of service. 

Those receiving watches were L, W. 
Ellsworth, Robert Pratt, Robert Scott 
L. H. Stephens, and Mrs. Anna Tabor 
The 25-year pins went to Fannie Calq. 
well, Elizabeth Fitzgerald, Fred y 
Kleber, Cecil Moore, Estelle Porter, 
and W. H. Thompson. 





I Hire a Family, 
Not a Man, GA Says 


James E. Gilles, Columbus, O., gen. 
eral agent for General American Life, 
told a training seminar for field men 
at his company’s home office in §¢, 
Louis that he recruits by “hiring a 
family—not a man. If the wife is not 
in complete accord with the arrange. 
ments, her husband does not get the 
job,” Mr. Gilles said. Mr. Gilles says 
he wants to know if the wife has a 
clear understanding of the demands 
which the business of insurance can 
make upon her husband. He finds this 
out by inviting both the wife and the 
prospective recruit to dinner at his 
home. 





Pru Moves District Office, 
Breaks Ground for Another 


Representatives of the Los Angeles 
regional home office of Prudential ob- 
served the removal of one district 
agency to new, expanded quarters and 
ground-breaking ceremonies for anoth- 


er. 

The move of the Red Rocks agency 
at Denver to new offices at 1900 West 
Mississippi avenue was attended by 
300 local business and civic leaders. 
Representing the company at the re- 
ception were Edward Day, Prudential 
vice-president in charge of western 
operations, Frederick A. Schnell, vice- 
president in charge of western sales 
activities, and Carl R. McGee, district 
manager. 

Participating in the ground-breaking 
for the one-story Westchester district 
office at La Tijera and Airport boule- 
vards at Los Angeles were Olaf R. 
Neiiendam, district manager, and Mr. 
Schnell. Cost of construction will be 
$150,000, and the building will be open 
in September. 





Lincoln National Scholarships 


Paul A. Campbell and David R. Car- 
penter, both Fort Wayne high school 
seniors, were named recipients of Lin- 
coln National Life’s merit scholarships 
for the study of actuarial science at the 
University of Michigan. The scholar- 
ships are named for Alva J. McAndless 
president of Lincoln National from 
1939 until his death in 1954. The 
awards are given on the basis of schol- 
arship and on the candidate’s ability in 
mathematics. 





N. Y. Life Career Conferences 


New York Life executives are hold- 
ing a series of 14 career conferences 
with first-year agents at various lo- 
cations in the U. S. and Canada. At- 
tendance at the 3-day meetings is lim- 
ited to those who have completed a 
training program and maintained hi 
quality sales. 
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Sees More Equities, 
Higher Yields as Way 
to Increase Pensions 


It may be possible to increase pen- 
sions to compensate for a decline in 
the purchasing power of the dollar by 
placing greater emphasis on equities 
and by endeavoring to obtain a higher 
yield on investments than is actually 
expected. 

That was a suggestion made by Mar- 
cus Nadler, professor of finance in New 
York university’s graduate school of 
business administration, in a talk be- 
fore American Pension Conference at 
New York. The excess return could be 
set aside as an emergency fund to sup- 
plement pensions when warranted by 
a rise in the cost of living, he said. 


Where pensions are contributory it 
might be advisable to utilize capital 
gains, after setting aside a reserve for 
possible capital losses, as a means of 
providing supplementary payments. 

Such plans should be carefully in- 
vestigated to determine their feasibil- 
ity and the extent to which they might 
conflict with tax laws. But it is clear 
that those who anticipate retiring in 
the next 10 to 15 years should give 
careful thought to the fact that the 
buying power of their pensions probab- 
ly will be smaller than today, Mr. Nad- 
ler said. 

As for profit sharing plans, the prob- 
lem is not so vitally important because 
the benefits are received currently and 
the payments increase with higher 
profits. The best way to combat the 
constant increase in the cost of doing 








Sun Life Gives Trophy 
to Newark Branch, 


Montreal Group Office 

B. R. Wright, Newark manager, and 
J. W. Moreland, Montreal group man- 
ager, have won _ the president’s 
trophy, annual achievement award. 
For the next 12 months, the winners 
will be chairmen respectively of the 
managers’ and group managers’ con- 
sultation committees. 

Runners-up in the branch contest 
were F. W. Merselis, New Haven, A. 
V. Fortye, Hawaii, L. E. Miller, Los 
Angeles, and P. E. Drury, Baltimore. 

In the group competition, A. Vezina, 
western Canada, ran second. Third 
place was earned by Hamilton, Ont., 
headed by R. W. Armstrong during 
the first half of the year and by E. 
Bruce Paul during the second half. C. 
J. Broderick of Chicago placed fourth. 


Pacific Mutual Award 
Goes to Flammang Agency 


The Flammang general agency of 
Pacific Mutual Life at Los Angeles, 
headed by Joseph B. Flammang and 
operating from its own building in the 
San Fernando Valley, has won the 
Silver Trophy of Pacific Mutual Life 
General Agency Assn. The trophy was 
awarded for the best all-around agen- 
cy performance of 1956 in coast-to- 
coast competition. 

Presentation of the cup was made 
recently by M. E. Thompson, an offi- 
cer of the association and a leading 
southern California general agent. The 
trophy, known as the John Henry 
Russell award, was established in 1944 
for the Pacific Mutual General Agency 
Assn. by John Henry Russell one of 
its early officers and at that time Los 
Angeles general agent. 

More than 40 business leaders in 
the west and executives of Pacific Mu- 
tual Life attended the trophy presen- 
tation ceremony. Those from Pacific 
Mutual home office included Asa V. 
Call, chairman; T. S. Burnett, presi- 
dent, and George B. Gose, executive 
vice-president. 


Joseph B. Flam- 
mang, Los Angeles 
general agent of 
Pacific Mutual 
Life, is the winner 
of the company 
general agency as- 
sociation’s John H. 
Russell award for 
the “best all- 
around agency 
building job of 
1956.” Shown here 
at the presentation 
dinner are, left to 
right, T. S. Bur- 
hett, Pacific Mu- 
tual president; Mr. 
Flammang; M. E. 





RECORDS 


NATIONAL OF VERMONT—The 
President’s Club, top production organ- 
ization, has 128 members, nearly twice 
the membership of last year. 

Wallace R. Plapinger, Newark auto- 
matically assumed club presidency be- 
cause he was top producer. The other 
officers, ranked according to produc- 
tion, are Karl H. Schmidt, Cleveland, 
lst vice-president, Donald C. Ballou, 
New Canaan, Conn., 2nd vice-presi- 
dent, and Lewis C. Hall, Atlanta, sec- 
retary. 

Thirty-one members each produced 
more than $1 million of paid business. 
The Dillon agency, with 21 members, 
led in number of qualifiers. 


METROPOLITAN LIFE—Knicker- 
bocker district at New York has been 
honored for its all-around 1956 leader- 
ship among all district organizations 
in the U. S. and Canada. President 
Frederic W. Ecker and other officials 
paid tribute to the district at a dinner 
meeting when the veterans trophy, 
awarded yearly for top ranking in 
combined sales performance and the 
general conduct of the business, was 
presented. James A. Mirabito is man- 
ager. 





Jefferson National Life—New life 
and A&S business during February 
showed a 30.3% increase over the cor- 
responding month in 1956. Jefferson 
National also recently entered Arizona. 


Charles A. Robertson of the Lewis Ashworth 
general agency of Marion, O. has been named 
“man of the month” by Midland Mutual Life 
for leading the entire field force in all-around 
performance. 


Rosen-Vogel agency of Continental Ameri- 
can Life at New York at its first anniversary 
dinner, held in New York, celebrated breaking 
company records for business produced during 
an agency’s initial year. The agency rose from 
21st to fourth place in production. Vice-presi- 
dents Max S. Bell and Thomas W. Reed at- 
tended. 











Thompson, general agent who presented the award; and Asa V. McCall, chair- 


man of Pacific Mutual. 


business, which tends to squeeze profit 
margins, is to raise productivity. Not 
all higher costs can be shifted to the 
ultimate consumer. An increase in pro- 
ductivity would offset the higher cost 
of doing business, enhance the compet- 
itive position of the company and in- 
crease its profits as well as the share 
going to participants in the plans, he 
noted. 

Mr. Nadler, who spoke on the impact 
of inflation on pensions and profit 
sharing plans, felt it is safe to assume 
that commodity prices will continue to 
rise in view of the strong inflationary 


bias in the economy and the constant 
increase in the cost of doing business. 
This movement will not be in a 
straight line and there will be periods 
when the purchasing power of the dol- 
lar will remain stable. But an increase 
in the purchasing power of the dollar 
or a decline in commodity prices and 
in the cost of services cannot be ex- 
pected under present conditions. 

Since most pensions are fixed, the 
beneficiaries cannot expect cost of liv- 
ing bonuses, Mr. Nadler said. He is a 
well known lecturer, writer and prog- 
nosticator on the economy. 
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Life. Open the door to a Pacific National Life general agent career 
for yourself. You'll enjoy non-contributory pension plan and top com- 
mission contracts as an agent of a@ progressive company. How about 
you? if interested, write to: Kenneth W. Cring, Vice-Pres. & 
Supt. of Agents. Travel on the winning team, NOW. TEN WESTERN 
STATES AND HAWAII. aS : 
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LIAMA Speakers Debate Full, Part-Time Agents 
(CONTINUED FROM PAGE 4) Main speaker 





client without submitting to the base 
company first; have the agency as- 
sume responsibility for problems of 
putting programs together; assistance 
in prospecting in specialized market; 
pay all heat and light bills and sal- 
aries; and have agency provide sim- 
plified versions of tax changes, federal 
benefits, sales ideas that are current 
and new in brief form. 

He said he had no idea “what more 
a salesman could want ... so that’s 
our agency.” 

The concept of the part-time agent 
was espoused by Mr. Sayers, and he 
recommended to his listeners that 
they acknowledge this concept and 
“gear our training, education and con- 
cerns in that area.” He did not deny 
the value of having an agency of full- 
time agents but suggested “arriving 
at a full-time agent through a begin- 
ning of part-time work.” He said he 
seeks the part-timer who has “the 
life insurance spirit deep in his heart,” 
rather than the man who wants to 
come into the business “for the fast 
buck that can be made.” 

“I’m convinced,’ Mr. Sayers said, 
“that a tremendous number of people 
have been interested in life insurance 
and its services through the part-time 


agent. In his own case, he observed 
that he had been attracted to the 


business through a part-time agent—. 


his own father. 

He discussed four advantages of 
starting an agent on a part-time basis. 

The first advantage he called ‘“nat- 
uralizing the business.” Noting that 
“all of our part-timers are teachers, 
coaches, ministers or general insur- 
ance men,” he said they all have 
learned how to approach people and 
they already have at their disposal “a 
natural reservoir of prospects.” In 
training these new men, the area of 
concentration is 20% for presentation 
and 15% for close, Mr. Sayers said. 

A second advantage is financing. “If 
the agent’s present profession pro- 
vides him with the basic necessities 
of life,’ Mr. Sayers said, “all my pro- 
fession needs to add is the luxuries 
and security when income stops.” He 
suggested that the financing problem 
takes care of itself because the care- 
fully selected part-time agent already 
has a guaranteed income. 

Mr. Sayers emphasized his careful 
selection of high-type men to become 
part-time agents, with the result that 
“these men can build prestige for the 
business, as well as the business help- 
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ing to build prestige for them in their 
community.” 

A fourth advantage he described as 
“professionalizing the business.” He il- 
lustrated this with his agents who 
were also teachers. “They already 
have the professional approach to this 
business . . . and so help all of us to 
maintain a professional level.” 

Mr. Sayers then acknowledged 
some difficulties with agency-building 
through the part-timer. He said he 
recognized that the man who has eight 
hours a day of major concern in an- 
other area cannot constantly have the 
services of insurance on his mind. So 
the management job, according to Mr. 
Sayers, is to “be aware of the waning 
enthusiasm the agent may have... 
I need to be aware that his work 


Committee mem- 
bers of the agency 
management con- 
ference of LIAMA 
which met this 
include, sitting left 
to right, Norman 
Carson, Security 
Mutual of Bing- 
hamton; M. F. 
Browne, Occiden- 
tal Life of N.C., 
and Ben F. Had- 
ley, Columbus Mu- 
tual. Standing is 
William R. Davis 
Il, Common- 
wealth Life, chair- 
man of ALC. 


and a_ work 

moderator at the 
agency manage. 
ment conference y 
LIAMA in Chic. 
go this week Were, 
left to right, G, y 
Dickinson 
Provident Life 4 
Accident; Wayn 
L. Lewis, Ohi, 
State Life, ay 
John Weave, 
United States Life 





habits must be most efficient and tha 
for the hours spent, he must be a spe. 
cialist in his job.” 

Another difficulty is the man’s lim. 
ited time available for meetings ang 
work sessions, as well as for education 
and study. The type of part-timer he 
recruits, however, is likely to educate 
himself during summer months and 
vacations, Mr. Sayers observed. 

Mr. Sayers said this year he is plan. 
ning to have a $5 million agency with 
50 agents, each doing a_ substantia] 
amount of business. His personal aim, 
he said, is to “again attain the Million 
Dollar Round Table. Agency plans als 
include “the addition of 20 men this 
year, since we hope to have $10 mil- 
lion of ordinary life coming from this 
group of underwriters by 1960.” 











Broker Cuts Commission 
for Teamster Union 
Welfare Funds in Cal. 


LOS ANGELES—tTrustees of the 
Food Industries Security Fund operat- 
ing 13 funds under the sponsorship of 
the Teamsters Union, covering approx- 
imately 70,000 workers and their fam- 
ilies today announced that Tony Bube- 
nas, Los Angeles representative of the 
Seattle, Wash., insurance brokerage 
firm of George C. Newell, had reduced 
his commission from 25% to 1% for the 
program covering Southern California 
food industry employes. 

It is reported that the reduction fol- 
lowed protests by some Southern Cal- 
ifornia employer groups against the in- 
creasingly higher costs of the welfare 
programs negotiated for their employ- 
es. It is estimated the cost to employ- 
ers for the 70,000 employes approxi- 
mates $8 million yearly. 





Brizendine Speaks at Cleveland 


At its March meeting Cleveland Life 
Underwriters Assn. heard S. W. Bri- 
zendine Jr., who discussed “How is 
Business”? A_ past. president of 
the Winston-Salem Life Underwriters 
Assn., Mr. Brizendine is manager at 
— for Home Beneficial 

ife. 
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¥.C. Bill Would Allow 
Commissioner to Extend 
Statement Filing Time 


Commissioner Gold of North Caro- 
lina has asked the general assembly 
to give him authority to extend the 
time for filing of annual statements 
when a company shows good and suf- 
ficient cause. Such a bill has been in- 
troduced. Presently, the statements 
are due on March 1 and the commis- 
sioner has no leeway. 





Variable Annuity Insurers 
Complain at SEC Suit Delay 


(CONTINUED FROM PAGE 1) 
that the suit has been pending for 
pine months. 

“This undue delay leaves unsettled 
the major question of whether life in- 
surance companies should continue to 
be regulated by the states,” Robert A. 
Crichton, president of Variable Annui- 
ty Life, stated. “The intent of Congress 
to leave regulation of the insurance 
business in the hands of state insur- 
ance departments was fully expressed 
by the enactment in 1945 of the so- 
called McCarran act. The SEC action 
has placed squarely before the courts 
the issue of whether federal regula- 
tion of any phase of the insurance 
business can supplant the state juris- 
diction so clearly expressed in the act.” 

‘J 8 ca 

Furthermore, Mr. Crichton pointed 
out, life insurance companies are ex- 
empt by law from the registration re- 
quirements of the securities acts. Nev- 
ertheless, he added, the SEC refused 
to agree to a stipulation that even con- 
ventional, fixed annuities come within 
the scope of this specific statuatory 
exemption. “The inclusion of such an- 
nuities within the excepted definition 
of life insurance policies never before 
has been questioned,” he said. 

Attorneys for the companies ex- 
pressed the hope that the SEC would 
join with them in bringing the case to 
an early hearing. They pointed out 
that the commission had agreed with 
this position earlier, but that the re- 
quest had been turned down without 
prejudice by the court on the grounds 
that records in the case had not been 
completed. Since that time, counsel 
added, complete depositions of officers 
and employes of the companies have 
been taken by the SEC, and there no 
longer is any logical reason for further 
delay. 





King of St. Louis Endorsed 
for Trustee of NALU 


William King, general agent at St. 
Louis for Fidelity Mutual Life, a past 
president of both 
St. Louis Life Un- 
derwriters  Assn., 
and the Missouri 
association, is be- 
ing supported by 
the life insurance 
men and women of 
Missouri as their 
candidate for trus- 
tee of national 
Assn. of Life Un- 
derwriters. This is 
the first time since 
1940 that Missouri 
has submitted a 
candidate for 
trustee of NALU. In insurance for 
35 years, Mr. King has been a 
general agent for Fidelity Mutual for 
the past .16 years and during each of 
those years has qualified for member- 
Ship in the leader’s club of his com- 
pany. He was instrumental in securing 
an adequate agent’s qualification law 
In Missouri during recent sessions of 
the Missouri general assembly. Noted 


William King 





Two Dallas Companies 
Must ‘Show Cause’ or 


Have Licenses Revoked 

DALLAS—Two Dallas life compa- 
nies recently were ordered by the 
board of insurance commissioners to 
show cause why their licenses should 
not be revoked. 

The order involving Physicians Life 
& Accident, headed by former Gov. 
Coke R. Stevenson, alleged impairment 
of capital and other infractions and set 
the hearing for March 28. The second 
order named Legal Security Life, giv- 
ing the company until April 15 to file 
new appraisals on properties securing 
mortgage loans, on certain common 
stocks and on home office property. 

Physicians L.&A. is involved in other 
litigation. It has brought a suit to set 
aside its purchase last year of the de- 
funct Amercan Atlas Life, which Earl 
C. Brown, executive vice-president, 
now says was “a bad, bad deal.” In 
addition President Stevenson has 
brought suit against former directors 
seeking recovery of $225,000 in dam- 
ages as the result of an alleged secret 
agreement pooling certain stock in a 
voting trust. 


Meanwhile Mr. Stevenson defeated 
a minority group of stockholders that 
sought, at the annual meeting March 
12, to place new members on the board. 
Then, about the time of the meeting, 
certain punch card records of policy- 
holders of American Atlas were stolen, 
it has been reported. In addition, a 
group of minority stockholders as in- 
tervenors are seeking $290,000 from 
Mr. Stevenson and $225,000 from a lo- 
cal bank. 

The board of insurance commission- 
ers, in its show-cause order, alleged 
that the company’s capital is impaired 
by more than 50%, that certain real 
estate was over-valued for loan pur- 
poses and that some of its stock had 
been improperly transferred after sale. 








as a speaker, he addressed the national 
convention of NALU in Houston in 
1938. He also has spoken before count- 
less local associations in Missouri and 
several other states. He has also ad- 
dressed many sales caravans in the 
mdiwest and sales congresses and 
meetings throughout Canada. As pres- 
ident of the St. Louis association, Mr. 
King was instrumental in securing an 
introduction of the first class in life 
insurance at St. Louis university. 





Chicago, L. A. Insurers to Merge 

Unity Mutual Life & Accident of 
Los Angeles and United Insurance of 
Chicago have filed with the California 
department for approval of a merger 
agreement, with United to be the sur- 
viving company. 

The Chicago company has in excess 
of $517 million of life insurance in 
force and collects annual A&S pre- 
miums of nearly $40 million. The Los 
Angeles company has more than $60 
million of ordinary and industrial life 
in force, and collects weekly premi- 
ums of about $11,000 for A&S. The 
merged companies will have head- 
quarters in Chicago, and officers of 
the Chicago company will be officers of 
the surviving insurer. 


WANT ADS 








Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 


to make payment in advance. 


THE NATIONAL UNDERWRITER—LIFE EDITION 











IF YOU ARE AN ACTUARIAL 
STUDENT READ THIS! 


One of the South's largest combination life 
insurance companies, with more than a 
Billion of insurance in force, is in position 
to offer actuarial students an outstanding 
opportunity both during their period of 
study and after completion of their exam- 
inations. The starting salary for actuarial 
students is generous and adequate time is 
allowed for study. Our facilities for training 
young actuaries are unsurpassed. Liberal 
automatic raises are granted upon comple- 
tion of each actuarial examination. This 
Company is growing rapidly and executive 
opportunities both at the junior and senior 
level are numerous. As we are building our 
own actuarial staff, we are interested only 
in men who have completed five or less 
examinations. In answering, give full back- 
ground, business experience and actuarial 
examination status. All replies will be held 
in strict confidence. Write to Box T-34, c/o 
The National Underwriter Company, 175 
W. Jackson Blvd., Chicago 4, Ill. 


Life Insurance 


HOME OFFICE 
UNDERWRITING EXECUTIVE 


New insurance company requires man 
capable of establishing underwriting 
policies and new business procedures 


and the administration thereof. 


Candidates must have substantial man- 
agement exeprience. Submit résumé and 
salary requirements in confidence to 
Home Office Personnel Manager, All- 
state Insurance Company, 7447 Skokie 


Boulevard, Skokie, Illinois. 














LIFE 
UNDERWRITER 
(Non-Sales) 

This rapidly-growing young company has 
a vacancy for a man with three years or 
more home office underwriting experience 
in a direct mail situation. (Selling experi- 

ence will not qualify.) 

This is a permanent career opportunity 
with significant opportunity for advance- 
ment. The permanent location is Washing- 
ton, D. C. Salary commensurate with ex- 
perience. 

Candidates should be in late twenties or 
early thirties, and have some college back- 
ground. 

Please reply in writing to Director of Em- 
ployment, Government Employees Insurance 
Company, |4th & L Streets, N. W., Wash- 
ington, D.C. 


GROUP ACTUARY 


If you have an F. S. A. plus ten years ex- 
perience in a Life Insurance Company—if 
you have some knowledge of Group Annu- 
ity and Group A. and S. operations—if you 
are between age 35 and 45 and able to 
carry the responsibility of a senior position 
in a rapidly expanding Canadian Life In- 
surance Company, you are invited to inves- 
tigate this opportunity by writing to Box 
T-33, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


All replies will be treated in strict con- 
fidence. 


Our Actuarial Staff have been advised 
of this development. Write Box T-33, ¢/o 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 














STATE A&H FRANCHISE 


Available to agent of proven sales ability and 
integrity in Texas. All forms of Accident & 
Health, Hospitalization and Polio available. As 
well as Life and a free and open mind relative 
to any new or Special policy forms. Man chosen 
must have excellent personal production record 
and be able to stand thorough inspection. Top 
commissions and vested renewals to man of vi- 
sion and enterprise who is willing to work and 
through his own production attract other men 
to him. Company is full capital, legal reserve, 
with an A+ Rating. Our Agents know of this 
ad, so write in Confidence to Box #T-25, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


PERSONNEL DIRECTOR OPPORTUNITY 
Large Eastern Life Company seeking a Per- 
sonnel Director to assume full responsibility 
for home office personnel operation. Late 
30's preferred. Must have degree with 
major in personnel or related fields. Should 
heve experience equivalent to the top or #2 
personnel man in a large organization hav- 
ing progressive personnel operation. Replies 
will be held in strict confidence. Send 
résumé of education, experience, etc. Ad- 
dress Box #T-38, c/o National Underwriter 
Company, 175 W. Jackson Blvd., Chicago 
4, Illinois. 

















GROUP REPRESENTATIVE WANTED 


FRANCHISE WANTED 


By an outstanding agency with top producing 
agents, operating in California-Oregon-Wash- 
ington, We are now doing better than $800,000 
per year in A & H premiums. We need a grow- 
ing Company with vision writing Life, and A & 
H. We have a potential of $2,000,000 or more 
per year. Must have exclusive franchise. We 
have I5 years of A & H experience with sound 
financial background. Replies in confidence. 
Write Box T-31, c/o The National Underwriter 
Co., 175 W. Jackson Bivd., Chicago 4, Ill. 


PROGRESSIVE COMPANY WANTED 


Pennsylvania Agency presently writing One Mil- 
lion Life Volume plus substantial Individual and 
Association Health-Accident Coverages. 

For appointment write Box T-41, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








ACTUARY 
United American Life Insurance Company 
wishes to employ an Actusiry capable of 
handling executive duties. All replies will 
be considered confidential. Write W. W. 
WILSON, JR., 1717 California, Denver, 
Colorado. 





Group Representative for combination comp 

in Mid-south. Prefer man familiar with southern 
accounts. To handle all phases of Group Sales 
and Services except pensions. Excellent oppor- 
tunity. Salary plus bonus arrangement. Send 
photograph, with letter giving experience, edu- 
cation, age and reason for desiring change. 
All replies confidential. Our men know of this 
ad. Address Box T-47, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, III. 

















GROUP SALES SUPERVISOR 


Stock company approaching billion mark needs 
experienced representative to develop Florida 
territory. Nee en. Detail background and 
see. eplies confidential.’ Address Box 
-32, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








GOOD OPPORTUNITY 
Open for experienced Fraternal Insurance men 
for State Managers’ positions in Pennsylvania 
or Ohio. Applicant must be experienced, honest 
em reliable. Salary and overriding on sales 
orce. 
Correspondence confidential. 

Write Box 1-43, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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Favor Brakes on Bank Loan Plan 





MR. KAUFMAN’S STATEMENT 
(CONTINUED FROM PAGE 1) 
quisition cost business is all too ap- 

parent. 

The real clash is best summarized 
in my estimation by an agent who 
when questioned on a case remarked 
in conclusion, “Do you want me to 
make a buck or be a boy scout?” 

Intelligent well-meaning men are 
debating for and against various facets 
of the issue. There are obviously sit- 
uations where the loan concept is logi- 
cal and mathematically sound. There 
are fortunately few, who by their 
deeds have broadcast the Bank Plan 
as the “way to buy your life insur- 
ance”’—inferring that the orthodox pur- 
chase is outmoded. Fortunately, too, 
only a handful of life insurance com- 
panies have failed to exercise prudent 
restraint. These few must accept the 
responsibility for an untoward devel- 
opment in sound underwriting. 

In February, I was authorized by 
our board of directors to poll the gen- 
eral agents and managers in the Chi- 
cago association. These agency heads 
are considerably responsible for our 
2,300 local membership. The follow- 
ing letter (reprinted here in the adjoin- 
ing column) with post card attached 
(which is reproduced above) was 
mailed 2 weeks ago. The volun- 
tary replies are still coming in. 

A 62% response to date is signi- 
ficant. Agency heads are deluged with 
reading matter, yet 128 of the 209 
have already replied. The replies cover 
59 of the 77 companies represented or 
78% return company-wise. 

Four of five letters received were 
laudatory and the fifth was compli- 
mentary, with mixed emotions. Un- 
solicited phone calls and chance con- 
tacts with the agency heads polled 
have verified the approval of our ap- 
proach and sense of responsibility. 
Only one post card return of the var- 
ious responses gave the over-all bor- 
rowing idea an unqualified endorse- 
ment. The 81 yet unheard from were 
apparently either apathetic, haven’t 
read their mail, are out of town, or 
choose to remain silent. These are the 
results. Judge for yourself. 

The responsibility of management 
is apparent and the problem should 
be reduced to proper perspective. 


STOCKS 


W. Cornelius, Bacon, Whipple & Co. 
LaSalle St., Chicago, March 19, 1957 











By H. 
135 S. 





Previous Current 
Week’s Bid Bid Asked 
iia SED” ctsrecspensimasiiae 177 173 176 
Beneficial Standard ... 17% 17% 18% 
Cal.-Western States ... 83 84 88 
COGRTRIRT  EABO.  wcscsnicceactiactensonte 90 9042 94 
Columbian National . 8642 78 81 
Commonwealth Life ......... 20 19% 20% 
Connecticut General ......... 255 248 252 
Continental Assurance ...... 113 113 115 


Franklin Life  z......00...ccs0s-se00 
Great Southern Life 
Gulf Life ....... 
Jefferson Standard . 
Kansas City Life 
Life & Casualty 
Life Insurance Invest 
Life of Virginia 
Lincoln National Life 






seeeaseneees: 














NS Ge Se ee 8442 83 86 
North American, III. ............ 18 18 19 
N.W. National Life ....... 88 88 93 
Ohio State Life .......... 272 270 275 
Old Line Life ........... 57 56 59 
Republic Natl. Life ........00 secs sistent 39% 
Southlanl Life 0000: 83 82 85 
Southwestern Life .... 93 92 96 
a SN 75% 76% T1% 
United, Ill. .. 22 22% 23% 
Se SE <a 27 2642 27% 
West Coast Life ........ 46 45 47 
Wisconsin National .............. 54 54 56 


MR. KAUFMAN’‘S LETTER 

(CONTINUED FROM PAGE 1) 
debt concept instead of the thrift phil- 
osophy inherent in life insurance. Al- 
so—to our joint disadvantage, the 
Treasury department is concerned. Is 
this trend in public interest when it 
involves life insurance? 

To say that the privilege of borrow- 
ing on the cash value of insurance is 
bad, is like stating that fire should be 
outlawed as a bad thing. (Fire is a 
good thing when it’s in hand, but a 
forest fire or a firebug is a menace to 
all.) 

A lack of common definition for a 
sound “bank loan case” causes confu- 
sion and strong difference of opinion. 
I have never heard any career under- 
writer claim that the sale was mathe- 
matically plausible if the buyer was 
involved in less than a 50% tax bracket 
($32,000 of taxable income) or lacked 
the ability to pay off the loan on his 
mortgaged insurance, either now or in 
the future. 

No one can deny the mathematical 
accuracy of an advantage created by 
certain assumed variables under a 
proposition which jells the ever-fluid 
situation into an interesting static pic- 
ture for some of the people. 

I don’t talk to any strong advocate 
of the bank loan concept who doesn’t 
somehow convey the idea that it’s the 
other fellow who indulges in the ad- 
mitted unholy aspects of the philos- 
ophy. Then, follows a description of a 
case he wrote that justifies such a 
sale. 

Somebody has distributed too much 
of it and we and the general public 
are on the spot. May I suggest that the 
solicitation of funds or the procuring 
of signatures on a petition to fight the 
NALU position on the issue is like 
handcuffing the volunteer fire depart- 
ment which seeks only to protect. 

There is one thing we can put in 
our pipes and moke—abuses by bank 
loan exponents have given us a prob- 
lem big enough to attract Washing- 
ton’s jaundiced eye. 

There is also a rumor that NALU 
started all this ruckus. Ridiculous! 
NALU didn’t conceive this baby. The 
Treasury Department unofficially pro- 
cured the minutes of past meetings of 
our national law and legislation com- 
mittee. We were complimented on our 
stand and they were pleased to know 
that we try to keep our house in order. 
The Mills subcommittee was not pre- 
sented with the issue by NALU. (We 
testified at their request). To the con- 
trary, your underwriters’ association 
has long been fighting (and still is) to 
preserve our present status on life in- 
surance loans. 

Everyone who pays association dues 
has a right to squawk at all times, but 
let’s wash our own dirty linen and 
keep this in the family. Get active in 
association affairs and you’ll have a 
voice in policy-making. It’s easy to be 
heard, and hard workers are needed. 

Your local board has endorsed the 
NALU stand as being in the public in- 
terest. No group has approached the 
board on why it should change its po- 
sition. Seven gracious letters came to 
us from the 2300 membership which 
was solicited to “state your views in 
writing.” 

Let’s screen the applications involv- 
ing bank loan plans, and apply the 
“small test.” These earmarks could 
have an odor: 

1. Present insurance cash values 
hocked to pay the first premium. 

2. Part of old insurance program 


Small Insurers in Danger of Being Out-Priced 


(CONTINUED FROM PAGE 1) 





or into the meeting with his “two-gun 
pot,” a large vessel with two toy six 
shooters mounted on it. With this de- 
vice he “forced” collection of many 
“fines” for the confer‘ence kitty for all 
kinds of “alleged infractions.” 

The traditional fellowship dinner 
Monday night proved one of the most 
popular features. M. F. Browne, Occi- 
dental Life of North Carolina, led 
some hearty group singing that almost 
out-rivaled professional entertainment. 
William R. Davis III, Commonwealth 
Life, meeting chairman, presided with 
“big-top” aplomb. J. Harry Wood, edi- 
tor of the CJU Journal, addressed the 
dinner meeting, reminding the audience 
that school is “never out for the suc- 
cessful agent.” A knowlegeable agent 
of 20 years ago would be a virtual Rip 
Van Winkle today,” he said. 

o * 2 

In his talk, Mr. Woodson said the 
competitive situation is particularly 
manifested in the matter of deficiency 
reserves, he said they “are not wholly 
evil” and it would be better to put 
these reserves aside today than to pass 
them to subsequent generations. 

Small companies also face a trouble 
spot in the investment area. Whereas 
investment income has been the sal- 
vation of small companies, large in- 
surers are becoming increasingly ag- 
gressive in this field and are making 
the game a tougher one to score in, 
Mr. Woodson declared. 

Stressing that large insurers were 
cutting down operational expenses, 
thereby making it possible to sell their 
product cheaper, Mr. Woodson said: 
“TI cannot emphasize too strongly the 
necessity of reducing home office op- 
erating costs.” Large companies are 
cutting costs in the long run by buying 
expensive electronic equipment, he 
said, and small companies will have 
to buy it, too—whether they can af- 
ford it now or not—if they do not want 
to be “priced out of the business.” 

He called attention to the trend of 
multiple line companies entering the 
life business. “Inevitably this means 
the entry of life companies into the 
fire and casualty field with running- 
mate companies .. .” In the next dec- 
ade it will be an unusual man who 
considers himself only a life man,” he 
predicted. 

Although he said it was something 
that wasn’t talked about 20 years ago, 








being dumped. 

3. An illustration overemphasizing 
that a deductible interest dollar is bet- 
ter than after-tax premium dollar. 

4. A buyer dangerously short on 
liquidity or collateral for additional 
loans. 

5. A buyer whose circumstances do 
not indicate the likelihood of a sub- 
stantially increased income. 

6. A premium inconsistent with the 
buyer’s anticipated investible surplus. 

7. A sale based on getting “some- 
thing for nothing.” 

8. An idea which appeals to larceny 
in a client’s mind. 

9. Heavy premium contracts from a 
buyer who should probably be in the 
market for a family income policy, etc. 

You know the attributes of good, 
sound underwriting, and a proper ap- 
plication of these attributes is the best 
way to avoid adverse legislation. 

I would appreciate your endorse- 
ment or your rebuttal. Use the return 
card only if it suffices to score your 
reaction. Do write a letter if one of the 
statements doesn’t reflect your real 
opinion. Please stand up and be 
counted. 


Mr. Woodson felt like talking about jt 
now, and he was highly critical of the 
present tendency for companies to fj. 
nance their agents. He said this de 
stroys the original concept of having 
a man set up his business as his life 
and attracts men who regard their 
work as simply a job. 

The speaker noted a trend for smajj 
companies to build its own manpower 
rather than draw from other compa. 
nies. He said it was advantageous ty 
them to “build from virgin timber jp. 
stead of second growth” because it js 
“a matter of slightly higher first cog 
to get lower term cost.” 


Today’s costs, he said, have neces. 
sitated a trend for larger agencies, and 
this is responsible for multiple man. 
agement by unit managers within the 
agency. This trend carries on into qa 
new concept of agency managers with. 
drawing from personal production and 
devoting all energies to management 
functions. Mr. Woodson said he per. 
sonally favors the original concept of 
a manager who combines management 
with personal production. “With insig. 
nificant exception, the manager who 
gets a four-figure income from per- 
sonal production will get a four-figure 
income and so-on from management,” 
he remarked. 

Disposing of trends in the industry, 
Mr. Woodson embarked upon the ben- 
efits of life insurance. ‘“Fundamental- 
ly, I am sure that people like our 
product even though they have a re- 
sistance to buy it at the moment,” he 
said, and he predicted that life insur- 
ers would be in business for a long 
time to come. 

An idea period was held by the “hot 
house” committee prior to the gen- 
eral session Wednesday morning, 
Promising ideas suggested by member 
companies were introduced by the 
“gardeners,” who were clad in over- 
alls, for rejection or acceptance with 
the recommendation that the garden- 
ers “spread good vigoro and watch 
them grow.” 


DEATHS 


CORNELIUS A. CRAIG, 88, who 
joined National Life & Accident as 
president in 1901 
and became chair- 
man in 1931, died 
at Nashville after 
a long illness. He 
became _ chairman 
of the executive 
and finance com- 
mittees in 1943 and 
was honorary 
chairman from 
1950 to 1952. He 
was deputy com- 
missioner of Ten- 
nessee from 1898 
to 1901. His Son, 
Edwin W. Craig, 
is now chairman of the company. 


FRED ISRAEL, 70, who founded an 
Equitable Society agency at Chicago 
in 1924 and headed it until his retire- 
ment as manager in 1951, died. A 
lawyer, he joined the company at Chi- 
cago in 1915 and was named assistant 
manager in 1920. After retirement, he 
remained active as a personal producer 
and last year qualified for an honor 
club. 














Cornelius A. Craig 
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COMPETENT TECHNICIANS 
URGENTLY NEEDED 


If you have any of the ptoneer spirit in you... if you want 
rapid personal progress and want to make some real contri- 
butions in a virgin actuarial field. me please hear us out: 


x 


— in accident-sickness hospitalization is relatively new. But it is piling up at an 
enormous rate. It needs digesting, interpreting. It needs to be put into tables and figures and calculations so that 
the industry can serve their millions of policyholders better. 


We are the fastest-growing and perhaps the most aggressive and progressive organization in the business. 
We no longer have to search for more sales talent. We do not have to struggle for more business. It is coming 


fairly easily, in fact almost automatically. 


We might put it this way: We already know how to get bigger. We need technicians to show us how to 


do a better job. 


There are, we know, some brilliant and progressive actuarial minds caught in the web of worthy but 
static companies. We need a few and think we can make them happy. 


We invite applications in confidence. 


“The Company of Opportunity” 


Bankers Lire & CASUALTY COMPANY 


AN OLD-LINE LEGAL-RESERVE STOCK COMPANY 


JOHN D. MAC ARTHUR, PRESIDENT 


Home Office: 4444 Lawrence Avenue Chicago 30, Illinois 


826,570 Policies Issued in 1956 1,300,366 Claims Paid in 1956 
$95,504,207.14 Premium Income in 1956 
























"FOR MY MONEY, a job with a doubtful future is no 
worse than a job that squeezes you into a box 
and leaves you there. It's a gamble either 
way, and I don't expect to be the predeter-— 
mined loser. I don't want the fear of not 
knowing where I'm going nor the fear of 
spending a lot of years going nowhere. And 
I've protected myself on both counts. 












"BEFORE I LEAPED INTO A JOB, I looked closely into 
opportunities for advancement. As a result, I 
joined a major company that opens the door-— 
and keeps it open--to a wide and expanding 
future. I joined The Union Central Life 
Insurance Company and found security, inde- 
pendence and lots of elbow room to move in 
any of several directions. 














"PERSONALLY, I'm content in sales. But if I were 
interested in management or administration, 
I know The Union Central would offer me every 
opportunity to make the most of my abilities 
and ambitions. A guy can't ask for more than 
that. He shouldn't accept less." 














OPPORTUNITY FOR ADVANCEMENT is just one of many major job 
advantages career-minded men and women can expect to find 
at The Union Central. Others include: choice of job location; 
liberal retirement and pension plans; company stability and 
National reputation; thorough, effective training. In addition, 
The Union Central Home Office actively supports its field 
representatives with scientific prospecting procedures, a wide 
variety of sales presentations to fit every type market and 
research-tested promotional material. So if you’re interested in 
a satisfying career with so much to offer, drop us a line and 
we’ll be glad to arrange an interview at one of our local offices 
near you. 


















THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
One of America’s great companies—with over 
two billion dollars of life insurance in force! 












@ This ad is designed to be of service to young men contemplating a career in life insurance. 


